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Pink Seeks Formula 
for Valuation of 
Foreclosed Property 


Survey Shows “Surprising 
Difference in Conserva- 
tism” Among Procedures 


NEW YORK—Superintendent Pink 
of New York has asked life companies 
licensed here for an expression of views 
as to what should constitute minimum 
requirements in valuing real estate held 
as a result of foreclosures. In his com- 
munication to the companies Mr. Pink 
stated that “it would seem that some 
start should be made to secure more 
definite rules for valuing real estate and 
that certain minimum requirements 
might be laid down for 1938.” 

The department has for some time 
been interested in seeing that compa- 
nies take a realistic attitude toward prob- 
able losses on foreclosed real estate. 
Companies doing business here were re- 
quired to file with their statements last 
February a special supplemental real es- 
tate schedule giving an analysis of the 
book value of real estate, tracing the ag- 
gregate of mortgage investments from 
the time of acquisition, plus capitalized 
unpaid and accrued interest, capitalized 
foreclosure expenses, permanent im- 
provements capitalized since acquisition 
and other items, less charge-offs against 
future losses. 


Notes Wide Variation 


With his communication to the com- 
panies Superintendent Pink enclosed a 
tabulation summarizing the figures in 
these special schedules for 26 of the larg- 
est life companies doing business in New 
York, the companies being indicated by 
numbers rather than by names. Mr. 
Pink pointed out that these figures 
“show a surprising difference in the 
fixing of book value and in the conser- 
vatism or lack thereof in depreciating the 
real estate account.” 

While conceding that such an analysis 
is only a statistical one and is not the 
sole criterion of real estate values, which 
must finally depend on the sale value of 
the properties, the superintendent ob- 
served that in the absence of a normal 
market for real estate during recent 
years it would be advisable for the com- 
Panies to have a more realistic attitude 
toward the potential losses in real estate 
and that such losses should not be de- 
ferred to show maximum current earn- 
ings. 


In Two Sections 


The analysis, which excludes home of- 
ice properties, traces the evolution of 
real estate assets from acquisition as 
Mortgages through the various stages of 
Overdue interest, taxes, permanent im- 
Provements, and charge- offs since ac- 
quisition of the property, giving a figure 
for final book value. One section covers 
Properties acquired prior to 1937. The 
(CONTINUED ON LAST PAGE) 








Far-ReachingDevelopments 


Marked Year Now Ending 


By ROBERT B. MITCHELL 


NEW YORK—New York’s passage 
of the law reducing policy loan interest 
to 5 percent on contracts issued after 
Jan. 1, 1939 was undoubtedly the most 
far- reaching life insurance event of the 
year, particularly when viewed in con- 
nection with the consequent modifica- 
tions in settlement options which most 
of the companies affected by the New 
York law made in their contracts when 
revising the latter to include the lower 
policy loan interest rate. While the cut 
in policy loan interest was not the only 
reason for companies’ changing their op- 
tions, it is obvious that eventual reduc- 
tion in this income source by one-sixth 
will have a definite effect on the ability 
of companies to pay interest on their 
funds. According to the Life Presidents 
Association, investments in policy loans 
at the close of this year are approxi- 
mately $3,089,000,000, or 12.1 percent of 
total assets. 

Entrance of the federal government 
into the life insurance picture was an- 
other outstanding development of 1938 
but its true importance cannot be ap- 
praised until it is known whether the so- 
called monopoly committee’s investiga- 
tion of life insurance, along with all 
other major industries, is the first step 
toward federal supervision of life compa- 
nies or will turn out to have little if any 
eventual effect. 


Do 75 Percent of Business 


The reason why New York’s policy 
loan action is so far-reaching is that the 
19 companies having their home offices 
in New York state and the 38 companies 
of other states and Canada which are li- 
censed to do business in New York ac- 
count for more than 75 percent of the 
total life insurance in force in the United 
States and Canada. Since the compa- 
nies customarily follow the same proce- 
dure outside of New York as within the 
state, any New York law, such as the 5 
percent interest rate on policy loans, af- 
fects most of the life insurance business 
of the North American continent. 

One unfortunate result of the policy 
loan interest change, aside from increas- 
ing the loss in the handling of smaller 
loans, is the confusion that has arisen in 
the public’s mind, many believing that 
the reduction would apply to existing 
contracts. The magazine “Time” car- 
ried this error, and in spite of the publi- 
cation’s making amends by a correction 
the following week, it is inevitable that 
many who read the original item did not 
see the correction, and consequently are 
slated for disappointment if they should 
want to make a loan in the belief that 
they would only have to pay 5 percent 
on an old contract. 


Twofold Aim in Changes 


The changes in the optional modes of 
settlement which accompanied the 
change of policy loan interest rate had 
a twofold aim, first, to take account of 
the downward trend in interest rates and 
to this end the guarantees as to what the 
companies would pay on policy proceeds 
left with them at interest were cut from 
the usual former basis of 3 percent down 
to 2% percent. The seccnd aim was to 








modify the annuity option in insurance 
policies to take account of the increased 
longevity among annuitants. On the type 
of option where the proceeds are paid 
out at a fixed rate for a definite number 
of years, a number of companies retained 
the 3 percent interest ratio, since one of 
the main reasons for changing to a 2% 
percent basis was a disinclination to 
guarantee a 3 percent rate for an indefi- 
nite period into the future. 

Another New York state development, 
savings bank life insurance, is being 
watched with interest by life insurance 
men everywhere, even though its effect 
is confined to the state itself. For the 
benefit of the life insurance business in 
other states, it might be well to remem- 
ber that the New York law was put 
through only after many years of jock- 
eying and battling and that it would 
probably still be a visionary project of a 
little group of devoted souls if it had not 
won Governor Lehman’s blessing. He 
emphasized it in his annual message to 
the legislature and that was really the 
deciding factor. Life insurance men, of 
course, opposed the law not, as many 
people outside the business thought, on 
selfish grounds but because the law 
grants the savings banks privileges in is- 
suing life insurance which the insur- 
ance law denies to regular insurance 
companies. 

Union Activity 

Attempts to unionize agents in the in- 
dustrial end of the business continued in 
1938, chiefly in the New York City area. 
The New York state labor relations 
board held an election of Metropolitan 
Life agents in the five burroughs of the 
New York City and the adjoining coun- 
ties of Nassau, Suffolk and Westches- 
ter. The CIO union won by a very 
slight majority. The Metropolitan 
asked for a court review of the labor re- 
lations board’s order that it must bar- 
gain collectively with the union. The la- 
bor relations board won in the court of 
original jurisdiction and in the appellate 
division, the vote of the latter tribunal 
being unanimous. The company is ap- 
pealing the case and will carry it to the 
New York court of appeals. 

Early in the year the United States 
treasury finally and definitely decided 
that all agents who are compensated 
solely on a commission basis are not em- 
ployes of their companies but are inde- 
pendent contractors and hence are not 
subject to any social security laws. This 
decision meant a saving to the compa- 
nies and their policyholders not only of 
the amount of social security and unem- 
ployment contributions life companies 
would otherwise have to make but of 
the heavy expense of social security ac- 
counting. Many life agents are licensed 
with several companies beside the one 
with which they place the bulk of their 
business and each of these companies 
would have had to account for every 
agent to whom it had issued a license if 
they had been held to be employes. 

Most companies doing an annuity 
business made revisions of their rates the 
middle of the year to take into account 

(CONTINUED ON LAST PAGE) 





Important Changes 
Are Taking Place 
in Union Central 


Cox to Take Posts of 2 
Others—2 Officials, 4 Direc- 
tors Retire 


CINCINNATI—Following the resig- 
nation of Charles Sawyer, director and 
chairman of finance committee of Union 
Central Life last week, President W. 
Howard Cox, at a final annual meeting 
of the company’s executive committee, 
announced that directors had recom- 
mended an amendment to the company’s 
code of regulations for action at the an- 
nual stockholders’ meeting Jan. 27 un- 
der which Mr. Cox would assume the 
duties of chairman of the board and 
chairman of the executive committee. 
The positions are now held respectively 
by Capt. J. W. Pattison and Jesse R. 
Clark, Jr. 

Mr. Cox also announced the retire- 
ment of Vice-presidents Charles Hom- 
meyer and E. E. Hardcastle under the 
jon Central’s pension plan, effective 
an 


Dictated by California Law 


Because of a technicality in California 
law, Mr. Cox said with regret that Wal- 
ter E. Barton, president of the C. B. 
Knight agency of the company in New 
York ‘City; Thomas H. Daniel, general 
agent, Atlanta, and John L. Shuff, gen- 
eral agent, Cincinnati, former manager 
of the home office agency and past pres- 
ident of the National Association of Life 
Underwriters, would resign from - the 
directorate. The law provides that no 
persons receiving life insurance commis- 
sions may at the same time be an officer 
or director of a life insurance company 
operating in the state. 

Both Mr. Hommeyer and Mr. Hard- 
castle have served the company many 
years. Mr. Hommeyer has 37 years’ 
service. He was appointed assistant su- 
perintendent of agencies in 1911, super- 
intendent of agencies in 1921, and vice- 
president in 1928. Mr. Hardcastle 
joined Union Central in 1898, after con- 
sulting actuarial work in New Zealand 
and London. He was appointed assist- 
ant actuary 1900, associate actuary 1904, 
actuary and director 1907, vice-president 
and actuary 1933, vice-president in 
charge of business in force 1934. 

Mr. Cox reported that although final 
figures will not be available until early 
in January, the company has enjoyed 
an extremely successful year with an 
increase in assets of more than $13,- 
000,000. New business started to show 
a rapid upturn about Oct. 1 and the 
last quarter accounted for more than 
30 percent of the years’ total. New 
business will approximate $93,000,000, of 
which $30,000,000 was sold the last three 
months. Life insurance and annuities 
in force will approximate $1,142,000,000. 

Union Central is undergoing a regular 

(CONTINUED ON PAGE 18) 
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Definite Signs of Better Times 


“ Insurance Weathered Tempest of Economic Disturbance 


By C. C. KLOCKSIN 


With increased public confidence and 
good will, life insurance weathered the 
tempest of economic disturbance and 
social unrest that characterized the year 
1938. 

Life insurance companies and their 
field representatives faced a gloomy out- 
look last winter. Everything essential 
to good business was low. Stocks and 
other security values were badly de- 
flated, earnings of corporations had 
virtually disappeared, interest returns 
slipped down further, while taxes 
reached a new high. As the year pro- 
gressed, conditions improved slowly; by 
late fall a substantial upturn had set in, 
and at the close there were definite 
signs of better times. 


Penalty of Leadership 


Instead of devoting its time and effort 
to capitalizing its excellent depression 
record, life insurance obviously will have 
to protect its enviable reputation for 
leadership. : 

Attacks on industrial insurance, agi- 
tation for term insurance, promotion of 
over-the-counter savings bank life in- 
surance, and criticism of the American 
agency system were culminated by an 
inquiry authorized by the United States 
Congress into “the tremendous invest- 
ment funds controlled by our great in- 
surance companies .. . with particular 
relation to their use as an instrument of 
economic power.” ‘These and other de- 
velopments of the year will be discussed 
later. 


Public Relations 


Not conceding that company practices 
have been unbending, but asserting that 
they have been flexible and in pace with 
the times, the companies nevertheless 
gave heed to increasing the public 
knowledge of and confidence in the in- 
stitution of life insurance. Intensive 
studies are under way, and a program 
is under development. 

For some time, the National Associa- 
tion of Life Underwriters has been in 
the vanguard of a public and policy- 
holders’ relations movement which has 
been very successful in counteracting 
critical literature and radio propaganda 
concerning the time-tried life insurance 
system’s practices and conditions, 

Working against many obstacles—ad- 

verse business conditions, increased cost 
of protection, and the apathy of the 
public to make long-term commitments 
—the life underwriters placed an esti- 
mated total of 12 billion dollars of life 
insurance on the books. While this is 
three billion below the 1937 total—a 
decrease of about 20 percent—the year’s 
production is proof of the efficient func- 
tioning of the institution’s agency sys- 
tem. 
It is estimated that insurance in force 
at the end of the year will reach nearly 
$110,500,000,000, an increase of over a 
half-billion dollars over last year’s mark. 
The unsettled business conditions were 
reflected in increased terminations by 
lapse and surrender. 

Total assets of the companies kept up 
their uninterrupted climb to a record 
total of approximately $27,500,000,000 at 
the year’s close. The increase in assets 
was about $1,150,000,000. 


Interest Problem Continued 


One of the major tasks today is to 
find an outlet for the accumulating cash 
funds in home offices, which several 
times during the year approached a bil- 
lion dollars, and for the year averaged 
more than a_ half-billion. Somewhat 
analogous to this condition were the 
excess reserves or idle funds of the na- 
tional banks which the United States 
Treasury reported, as of Dec. 1, 1938, at 
$3,380,000,000. These two accounts tell 
only a part of the story of idle money. 





So long as this condition persists, there 
can be little hope for an upturn in in- 
terest rates and reduced costs to the 
policyholder. 

Reinforced by its power to issue tax- 
exempt obligations, the federal treasury 
has covered the bulk of its deficits by 
borrowing on short-term paper at ab- 
normally low interest rates, with the re- 
sult that nearly one-half of the govern- 
ment’s indebtedness is now represented 
by securities having maturities of five 
years or less. Private capital too has 
been forced to lend at sharply reduced 
rates. 


Policy Loan Interest 


The action of the 1938 New York 
legislature establishing a reduced in- 
terest rate on policy loans as to new 
contracts delivered in that state after 
Jan. 1, 1939 (at 4.8 percent if interest is 
payable in advance, or at the equivalent 
effective rate if otherwise payable) has 
compelled all companies doing business 
in New York to revise their policy con- 
tracts accordingly. So far as known, no 
company has undertaken to make the 
rate retroactive. Since only about one- 
fourth of the policies have loans against 
them, a retroactive application of the 
rate would be of doubtful validity. It 
would be giving away a portion of the 
company’s assets to meet liabilities and 
impair the rights of non-borrowing pol- 
icyholders. 

For some years, normal investment in 
new enterprise and capital replacements 
has been drastically curtailed. From an 
average annual volume of $4,485,000,000 
in new corporate financing for the years 
1923 to 1929, inclusive, the volume of 
such financing for the year 1933 dropped 
down to $145,000,000 with no perceptible 
increase until 1936. There was a sharp 
increase in that year which sent the 
figure to approximately $1,000,000,000 
and this increase held fairly well during 
1937 and 1938. In comparison, however, 
with the average volume for the period 
quoted above, present volume of new 
corporate investment is still abnormally 


Scans Past 12 Months 











Cc. C. KLOCKSIN 


C. C. Klocksin, legislative counsel for 
Northwestern Mutual Life, at each year 
end composes a review of the significant 
happenings and trends in life insurance 
during the previous 12 months. Because 
1938 was a year during which the busi- 
ness was subjected to confusing and un- 
usual currents, Mr. Klocksin’s present 
review is especially interesting. 





low. The government, meanwhile, has 
undertaken emergency programs and 
their effect has been to stimulate activ- 
ity, but unless there are opportunities 
for profitable investment in industry 
generally, a repetition of the stimulation 
by the government spending process 
will only make recovery more difficult. 


Mutual Confidence Essential 


Under the system of private enter- 
prise, loans have been liquidated through 
earnings over a period of years with a 
fair return to the investor. Values have 
thereby been created, not destroyed. 
Only in rare cases has government 
spending created as much capital as it 
has cost. 

Private capital in untold sums awaits 
the time when industry will go forward. 
Mutual confidence and co-operation be- 
tween government and _ business, of 
which there is now more evidence, will 
go far in advancing this date. Out of 
this spirit will come the elements most 
needed today: faith and confidence. 


Cost of Life Insurance 


The insuring public must reconcile 
itself to decreased scales of dividends, 
at least until interest returns start up- 
ward. The low returns on investments 
during the past few years have been 
mainly responsible for the reduced divr 
dend scales under participating policies 
and the increased premium rates for 
non-participating contracts. Somewhat 
similarly affected are the rates of inter- 
est under the settlement options. 

Mortality savings of the companies 
have been quite uniform over the past 
decade; if anything, the recent tendency 
has been toward improved margins. 


Field Conditions 


Every life underwriter must feel the 
heavier responsibility the times have 
placed upon him. He belongs to one of 
the largest and most efficient business 
groups in the world: the American 
agency system. He has been trained 
and developed in the practical and tech- 
nical principles of the business, and 
today ranks as an expert in his pro- 
fession. 

The time and effort that has been 
devoted to the training and education 
of the agent has not been in vain, for 
today he is required not only to sell and 
service his company’s contracts to pol- 
icyholders and beneficiaries but also, 
now more than ever, must participate 
in the development of a public under- 
standing of the function and contribu- 
tion of the agent. 

Critics of the American agency sys- 
tem say it should be abandoned, that it 
‘Ss not worthy of its hire,” and that 
life insurance should be sold “over the 
counter”; this, after nearly a century of 
effort in which the life underwriters 
have built the greatest bulwark against 
individual poverty and insecurity that 
the world has known! 


Term Insurance 


There should be less argument than 
there has been about term or temporary 
insurance plans as a substitute for ordi- 
nary life or any other permanent plan 
of life insurance. By no logical reason- 
ing can it be maintained that term in- 
surance will meet the usual and inci- 
dental requirements of protection for 
life. Only permanent life insurance will 
provide these essentials. Having bought 
term, the purchaser, if he lives long 
enough, finds himself at the end of his 
earning power without protection when 
it is most needed. 

There are, of course, times when term 
insurance may be utilized, such as when 
added protection is needed to pay off 
debts or during a period of reduced 
property holdings, and for other emer- 
gency or temporary needs. Practically 





all companies issue term insurance in 
some form or other. 

There has been much conjecture as 
to whether the savings bank life insur- 
ance system authorized by the state of 
New York last winter will succeed, so 
far as it may be over-the-counter life 
insurance with the agent eliminated. Ex- 
perienced life insurance men believe that 
the proportion of our citizens who will 
take the initiative by insuring their lives 
is very small indeed, and that on the 
relatively small number who do insure 
themselves the mortality rate will be 
excessive. 

Every life insurance company un- 
knowingly insures some bad risks in 
spite of medical examinations and other 
means of selection, but its agents bring 
to it so large a proportion of lives that 
are not self-selected that the average 
mortality is below that of the general 
population and far below during the 
early policy years. These special mor- 
tality savings are an offset to the com- 
missions paid to agents, without whose 
persuasive efforts the death rates would 
be higher than population death rates. 

For these reasons, men experienced 
in the life insurance business believe 
that if savings bank insurance pays the 
same taxes as the life companies and 
is not subsidized in any way, the com- 
panies’ cost of insurance, with its lower 
mortality rates and minimum overhead 
costs, will compare very favorably with 
that of savings bank insurance, notwith- 
standing the compensation paid to 
agents. 


New York Insurance Code 


The joint legislative committee in 
charge of the revision of the insurance 
laws of New York held a great many 
hearings during the year, attempting to 
meet objectious voiced by company and 
agency representatives to some provi- 
sions of the proposed code. The joint 
committee made considerable progress 
in its labors and is expected to submit 
a redraft of the code revision to the 
legislature when it meets in January. 

The annual meeting of the National 
Association of Insurance Commission- 
ers at Quebec in June gave evidence of 
a return to uniformity of action and co- 
operation among supervisory officials on 
major issues before the convention. 

The adjourned meeting of the com- 
missioners at Des Moines in December 
cleared the atmosphere of discord al- 
most entirely. Executive committee 
recommendations, the examinations 
committee report, and the controversial 
real estate appraisal suggestions received 
approval at Des Moines. 


State System Put to Severe Test 


The responsibilities of the supervis- 
ing officials and the necessity for uni- 
formity of action on their part were per- 
haps never more fully contemplated than 
at this year’s gatherings. Confronted 
by many complex problems, insurance 
supervision by the states was put to a 
severe test, but the results of the year 
proved that the system of state regula- 
tion is functioning very efficiently. Able 
and trustworthy public servants have 
done their duty. 

Special committees working on a new 
mortality table and a condensed version 
of the gain and loss exhibit in. annual 
statements will require more time for 
study. 

Under a joint resolution of the Con- 
gress, there was created in June, 1938, 
a temporary national economic com- 
mittee in pursuance of the President's 
message of April 29, 1938. Among 
other items, the message recommended 
a study of financial controls and, as to 
the investments of insurance companies, 
asked that the Securities & Exchange 
Commission be authorized to make an 

(CONTINUED ON LAST PAGE) 
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Insurance Teachers 
Hold Annual Rally 
in Detroit 


Important Papers on 
Life Insurance Topics 
Are Delivered 


DETROIT — The program of the 
annual meeting of the American Asso- 
ciation of University Teachers of Insur- 
ance here. Wednesday was devoted 
almost exclusively to life insurance mat- 
ters. Several valuable papers were pre- 
sented by representatives of the life 
insurance business. 

Attendance was about 150. President 
H. J. Loman, University of Pennsyl- 
vania, and Secretary J. E. Hartington, 
State University of Iowa, supervised the 
convention. Members of the Detroit 
C. L. U. chapter atended. 

G. E. Lackey, general agent Massa- 
chusetts Mutual Life in Detroit, pre- 
sided at the afternoon session, which 
was devoted to analysis of criticisms of 
old line life insurance. These speakers 
were M. A. Linton, H. H. Jackson and 
L. S. Morrison. Discussion on the 
papers was conducted by David Mc- 
Cahan, University of Pennsylvania; 
Robert Riegel, University of Buffalo, 
and Hampton Irwin, University of 
Michigan. 

After dinner Frank J. Travers dis- 
cussed “The Investment Problems of 
Life Insurance Companies.” After that 
address the delegates held a concluding 
session on social insurance, with Frank 
G. Dickinson, University of Illinois, pre- 
siding. 

“Social Insurance in the College Cur- 
riculum” was the topic of E. L. Bowers, 
Ohio State University. C. Arthur 
Kulp, University of Pennsylvania, con- 
ducted the discussion on that paper. 

M. A. Linton, president of Provident 
Mutual Life, delivered the paper that he 
gave at the Houston convention of the 
National Association of Life Underwrit- 
ers which consisted of a masterful ex- 
pose of the fallacies of those who advo- 
cate a separate insurance, separate 
investment program. Mr. Linton had 
expanded his paper somewhat since the 
Houston convention. He told the teach- 
ers that their students are likely to come 
into contact with the renewable term 
cult and without the facts may be misled 
by the untruths and half truths that are 
so often dressed up as plausible verities. 


Paper by H. H. Jackson 


H. H. Jackson, actuary National Life 
of Vermont, gave an interesting paper 
“Individual Reserves and Kindred De- 
lusions.” He gave a conception of the 
life insurance business that was intended 
to confound those critics of the institu- 
tion who seek “to unsettle the confidence 
of the ill-informed policy owners in the 
valuable promises they have bought, in 
order at a price to start them all over 
again on what must always be for most 
of us the hard road to financial inde- 
Pendence and reasonable security.” 

The insurance arrangement, he said, 
can be entered upon successfully only 
as a huge cooperative enterprise where 
sO many promises are interchanged that 
the mathematical theory of probability 
will give smooth results. “In such an 
exchange of promises inheres no idea of 
individual reserves,” he declared. “Ob- 
viously, the present value of all the in- 
surer’s promises can not exceed the 
Present value of all its funds and coun- 
ter-promises, or it will be insolvent. But 
to speak of the individual reserve on an 
individual policy is as ridiculous as to 
Speak of the average after-lifetime of 

(CONTINUED ON PAGE 16) 





Fidelity Patches Up 
Trouble With U. S. 


West Virginia Concern, 
Cited by SEC, Consents to 
Restraining Order 


Fidelity Investment Association seems 
to have patched up its troubles with the 
federal government. At a hearing in the 
federal court in Detroit on an order for 
Fidelity to show cause why it should 
not be restrained from using the mails 
-and from interstate commerce, Fidelity 
consented to the entry of an injunction 
prohibiting practices which SEC charges 
are fraudulent. Counsel for Fidelity, 
however, contended that these practices 
are not fraudulent and a spokesman for 
Fidelity said the injunction permanently 
restrains Fidelity from making “mis- 
representation.” SEC will not prose- 
cute its petition for an order enjoining 
Fidelity from using the mails or en- 
gaging in interstate commerce. 

Judge Moinet of Detroit questioned 
counsel for Fidelity about a receivership 
action that was filed in West Virginia 
against Fidelity by New York and 
Philadelphia lawyers in behalf of a 
group of contract holders. 


Specific “Practices” Recited 


Among the practices 
Fidelity is restrained are: 

Obtaining money or property by 
means of untrue statements of material 
facts or omission of facts; misleading 
investors as to the truth of financial or 
other statements, extent of availability 
of reserves, cost of portfolio reserves, 
rating, nature and liquidity of contract 
funds, yield and financial condition of 
the various contract funds, means used 
to meet contracts, maturities, amounts 
payable or withdrawable, cost incident 

(CONTINUED ON PAGE 6) 
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Metropolitan Head 
Notes Public Trust 


Confidence in Life Insur- 
ance Seen by Lincoln in 
Figures for 1938 


NEW YORK—An increase in the 
amount of life insurance on individuals 
insured, bringing this average to a new 
high, and growth to a new high of the 
total life insurgnce coverage carried by 
the American people, both of which oc- 
curred in 1938, indicate the continued 
and increasing confidence of the public 
in the institution of life insurance, Pres- 
ident L. A. Lincoln of the Metropolitan 
Life pointed out in summing up the year. 

“An average of $1,725 of life insurance 
is carried by each of the approximately 
64,000,000 policyholders insured, accord- 
ing to estimates based on the reports of 
United States legal reserve life insurance 
companies which have on their books 
more than 90 percent of the life insur- 
ance outstanding in this country,” said 
Mr. Lincoln. 

“All United States companies will 
have an estimated total of $110,300,000,- 
000 on their books as of Dec. 31, 1938. 
Payments by all these companies to pol- 
icyholders and beneficiaries during the 
entire year will reach $2,600,000,000 ac- 
cording to latest estimates.” 

Reviewing the huge totals of claims 
paid since the beginning of 1930, Mr. 
Lincoln said it has long been a recog- 
nized fact that the American people have 
been woefully underinsured, but that 
“the size of the average policy is begin- 
ning to increase as the public is gain- 
ing a better understanding of life in- 
surance.” Remarking on the pride that 
is taken in the “American standard of 
living,’ Mr. Lincoln expresed belief that 
no one factor has been more responsible 
for upholding this standard than life in- 
surance. 








and beautiful in those arts. 


noble utterance :— 


throughout 1939. 


Independence Square 





THE TORCH OF LIFE 


Famous for scorching sharp tongue and pen is George 
Bernard Shaw. Famous too for at least an outward derisory 
cynicism toward many things which the civilized among white 
mankind respect or even reverence. 
literary and dramatic skill, which delights lovers of the fine 
If one could dissect the strange 
composite of this ancient who for two generations has enter- 
tained the world, perhaps he would find the real Shaw in this 


I am of the opinion that my life belongs to the whole community, 
and as long as I live it is my privilege to do for it whatsoever I can. 


I want to be thoroughly used up when I die, for the harder I work 
the more I live. I rejoice in life for its own sake. 


Life is no “brief candle” for me. 
which I have got hold of for a moment, and I want to make it burn 
as brightly as possible before handing it on to the future generations. 


This high concept, which might have been authored by a 
life underwriter, calls to us for renewed dedication to service 


THE PENN MUTUAL LIFE INSURANCE CO. 


Ws. H. Kincs.ey, President 


And famous his gift of 


It is a sort of splendid torch 


PHILADELPHIA 




















Reinsurance Shift 
Causing Reduction 
in Limits - Linton 


Says Some Balk at Higher 


Premiums Required Under 
Term Basis 


The number of companies that will 
reduce their net retentions and the ex- 
tent to which they will reduce them is 

eing watched with much interest in the 
light of the statement made by Presi- 
dent M. A. Linton of Provident Mutual 
at the annual meeting of the University 
Teachers of Insurance this week in De- 
troit. 

Mr. Linton said that companies which 
have been accepting reinsurance on the 
coinsurance basis are withdrawing the 
plan as unprofitable and are offering 
reinsurance only on the renewable term 
basis, which means a higher rate. He 
said that as a result “a number of com- 
panies are not willing to reinsure any 
of their new business on the proposed 
basis and in consequence are being 
forced to make substantial reductions 
in the amount of insurance they will 
issue on an individual life.” Mr. Linton 
was making the point that the term in- 
surance which companies buy from one 
another is not so cheap as the renewable 
term enthusiasts appear to think when 
they recommend this type of coverage 
to individual buyers. 


Rates Are Standard 


While Mr. Linton referred to the 
“new rates” under the renewable term 
basis, he obviously meant that they were 
new to companies formerly using the 
coinsurance plan, as the renewable term 
rates are the standard premiums that 
have been used in reinsurance for some 
years. Reinsurers believe these rates to 
be adequate but not excessive. 

Coinsurance has become more and 
more of a problem as the higher loss 
ratios on large risks have come to be 
increasingly realized. Under coinsur- 
ance, the reinsurer is virtually a partner 
of the direct-writing company. It ac- 
cepts a specified share of the risk above 
a certain amount, and on this share pays 
the same commission and same scale of 
dividends as the direct writing company. 
It is the dividends that make the deal 
unprofitable for the reinsurer. The di- 
rect writing company bases its dividends 
not only on the large policies which it 
in part reinsures ‘but on all policies re- 
gardless of size. As is now well 
known, the mortality on the big risks, 
in which the reinsurance company 
shares, is decidedly worse than the ced- 
ing company’s general run of business. 
Yet the reinsurer must pay dividends 
based on a mortality far superior to 
what it actually experienced on the 
busines which it received from the ced- 
ing company. 


No Chance for Profit 


The necessity of paying dividends on 
the same basis as the ceding company 
is practically a guarantee against the re- 
insurer coming out on the right side of 
the ledger. If the direct-writing com- 
pany has a beter experience in the cur- 
rent year than the previous one, it re- 
flects this by increasing its dividends. 
The reinsurer must do likewise. Of 
course, if the experience is bad, the di- 
rect writing company will eventually cut 
dividends but the reinsurer’s mortality 
will be corespondingly worse than the 
ceding company’s by about tite same 
margin all the time. 

(CONTINUED ON PAGE 7) 
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N. Y. Code Sponsors 
May Have fo Accept 
a Partial Victory 


Reported Advised to Put 
Most Desired Sections 
into Separate Bills 


NEW YORK-—So formidable is the 
opposition to the New York depart- 
ment’s proposed insurance law revision 
that its sponsors are reported to have 
been advised to prepare a few bills em- 
bodying their most desired measures in 
case the code as a unit should fail of 
passage. The New York legislature be- 
gins its 1939 session next week. Though 
the governor is a Democrat, the Repub- 
licans are in control of the legislature 
and the code is certain to have a difficult 
time, if not a disastrous one. 

One extremely well informed indi- 
vidual, in a position to know the de- 
partment and legislative side as well as 
the companies’, feels that the odds are 
about 2 to 1 against the code being 
passed at the approaching legislative 
session. 


Trying for Final Draft 


The department’s committee on in- 
surance law revision, headed by Prof. 
E. W. Patterson of Columbia Univer- 
sity, has written and rewritten its drafts 
and is striving valiantly to wind up the 
loose ends and turn the code over to 
the joint legislative committee on in- 
surance law revision, which is headed by 
Assemblyman R. Foster Piper. 

However, despite compromises made 
by the revision’s drafters, the document 
is still unsatisfactory to the companies 
on many points. The department feels 
that a thoroughgoing overhauling of the 
old law is desirable to clear up ambig- 
uities and put into statutory form points 
which the law does not cover and which 
are now handled by departmental edict. 

While the department feels that legal 
complexities would be diminished by 
having the law set forth in clearer lan- 





guage, the companies are acutely aware 
that any law is not what its drafters 
write or what the legislature enacts, but 
what the courts decide that the legisla- 
tors intended the law to mean. The 
companies’ distrust of the law revision 
as a means of clarifying the existing in- 
surance law is due to a well founded 
fear of how the courts might interpret 
the new law rather than to uncertainty 
as to the abilities of Professor Patterson 
and his colleagues to draw up a well 
written and apparently crystal-clear 
document. Courts have gone ‘haywire 
before and can go haywire again, is the 
feeling of the companies. 


Dislike Some Provisions ° 


There are, of course, sections of the 
proposed revision which the companies 
do not like in substance, entirely aside 
from what the courts might do. In gen- 
eral, these are the sections which would 
further intrude the already great power 
of the New York department into the 
management of company affairs. The 
worst aspect of this tendency is that by 
being made a part of the law it ties the 
hands of the insurance superintendent in 
many types of situations where he could, 
with more discretion than is granted him 
in the law, handle matters without wait- 
ing for a new law to be passed. 


PIPER GIVES DATE 


BUFFALO, N. Y.—Assemblyman R. 
Foster Piper, chairman of the joint leg- 
islative committee on insurance law re- 
vision, announced that the proposed re- 
vision would be introduced in the legis- 
lature in February. Mr. Piper said that 
the committee has endeavored to write 
a new law that will provide every pos- 
sible safeguard to keep companies sol- 
vent without interfering unduly with 
company management. He also pointed 
out that the bill authorizes creation of 
non-profit medical service corporations 
similar to existing hospital service cor- 
porations. 





Postal National Convention 


MIAMI, FLA.—The Postal National 
Life $100,000 Club is holding its annual 
convention at the Miami-Biltmore 
Wednesday, Thursday and Friday of 
this week. The convention party is 
headed by Mrs. Alice B. Jordan, presi- 
dent, and M. J. Denda, vice-president. 

Postal National gained 4 percent for 
the year as compared with 1937. In- 
surance in force is up approximately 12 
percent. 





Year-End Recovery 
Brightens ‘38 Record, 
Aiken Observes 


President A. L. Aiken of New York 
Life has issued a statement that the 
year’s resulis have been satisfactory. Of 
late sales have been substantially ahead 
of those for the corresponding period 
last year, marking a distinct turn for 
the better although not enough to over- 
come the business inertia of the first 
part of the year. Total volume of new 
insurance issued during 1938 will prob- 
ably be about 15 per cent less than for 
1937. 

During the first 11 months of 1938, 
New York Life invested about $258,- 
000,000 in bonds. Approximately 70 per 
cent of this or $182,000,000 was in bonds 
of the United States government and 
its agencies; public utility bonds ac- 
counted for over $42,000,000; state, 
county and municipal bonds about $22,- 
000,000; industrial bonds about $7,000,- 
000; and Canadian governments some- 
thing over $5,000,000. “The preponder- 
ance of investment in obligations, direct 
or indirect, of the United States gov- 
ernment at low rates of interest reflects 
the difficult investment problem with 
which insurance companies and similar 
institutions are faced at the present 
time,” Mr. Aiken remarked. 


Put $48,000,00 in Mortgages 


“The company invested approximately 
$48,000,000 in bonds and mortgages se- 
cured by real estate during the first 11 
months, an increase of about $13,000,000 
over the corresponding period in 1937. 
Practically all of this increase was in 
loans secured by mortgages on residen- 
tial properties. 

“The company’s total disbursements 
for dividends to policyholders in 1939 
will probably be about $42,500,000, ap- 
proximately $2,000,000 more than the 
total dividends paid during 1938.” 

Mr. Aiken stated that he expects a 
steady, gradual improvement in business 
conditions and feels that the country 
is slowly but surely working toward the 
solution of many of its social and eco- 
nomic problems. 


Ohio State Life Meeting 


The Ohio State Life will hold its 
annual meeting in Columbus, O., Jan. 
30-Feb. 1. 








CHANGES IN UNION CENTRAL OFFICIAL LINE-UP 








W. H. COX 


_ Important changes are taking place 
in the Union Central Life organization. 
President W. H. Cox is assuming the 
duties of chairman of the board and 
chairman of the executive committee as 














JESSE R. CLARK, JR. 


well. That change will be up for rati- 
fication at the stockholders’ meeting, 
Jan. 27. At present Capt. J. W. Patti- 
son is chairman of the board and Jesse 
R. Clark, Jr., is chairman of the execu- 

















CHARLES HOMMEYER 


tive committee. Charles Hommeyer, 
who has been connected with Union 
Central for 37 years, is retiring. Since 
1928 he has been a vice-president of 
the Union Central. 





Hunter Named Head 
of Agency Practices 
Committee 


Phoenix Mutual Official 
Selected to Succeed Jaeger 
of Bankers Life, Ia. 


NEW YORK.— D. Gordon Hunter, 
vice-president Phoenix Mutual Life, was 
elected chairman of the important agen- 
cy practices committee of the Life 
Agency Officers Association, succeeding 
W. W. Jaeger, vice-president Bankers 
Life of Iowa. The committee was or- 





D. GORDON HUNTER 


ganized in 1933, its aims being to re- 
duce agency turnover, eliminate unquali- 
fied persons from the business, and in 
other ways increase public confidence 
in the life insurance business and the 
life agent. 

As a result the agency practices agree- 
ment was adopted by 62 companies. 
Most important was their mutual un- 
derstanding that in the future they 
would add only full-time representa- 
tives in cities of 50,000 and more. 

“I think it is particularly fitting that 
Colonel Hunter should be elected chair- 
man,” a member of the committee ob- 
served. “Many years ago, his company, 
the Phoenix Mutual, voluntarily accom- 
plished, within its own sales organ- 
ization, just those things which are now 
the major objectives of the committee. 

Before the Life Advertisers Assoct- 
ation Mr. Hunter defined the goal of 
a life insurance sales executive as, “The 
production of an increasing quantity of 
quality business at a constantly decreas- 
ing cost by a compact group of men of 
whom the great majority are success- 
ful.” 

Other members of the agency prac- 
tices committee are: , Jaeger, 
vice-president Bankers Life of Iowa; H. 
H. Armstrong, vice-president Travelers; 
O. J. Arnold, president Northwestern 
National; J. Behan, vice-president 
Massachusetts Mutual; Jerome Clark, 
vice-president Union Central; A. L. 
Dern, vice-president and director of 
agencies Lincoln National; Grant 
Hill, director of agencies Northwestern 
Mutual; R. E. Irish, second vice-prest- 
dent Union Mutual; D. E. Jones, vice: 
president and_ secretary Continental 
American; D. C. MacEwen, vice-prest- 
dent in charge of agencies Pacific Mu- 
tual; H. E. North, vice-president Metro- 
politan; T. A. Phillips, president Minne- 
sota Mutual; E. A. Olson, president 
Mutual Trust, ex-officio, and John Mar- 
shall Holcombe, Jr., ex-officio. 
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“HOME LIFE DAY” 


On the Special Events Calendar of the New York World’s Fair 

is listed Home Life Day—Monday, June 19, 1939. The Company 

has set aside that day in honor of the President’s Club whose 

members and their families will be guests of the Company as 

they begin their Convention under the auspices of the “World 
of Tomorrow.” 















HOME LIFE’S “WORLD 
OF TOMORROW” FOR 
AMBITIOUS SALESMEN 





The “World of Tomorrow”— 
what will it be like? The New 
York World’s Fair will answer 
that question, because when it 
opens in April, 1939, its exhibits 
and demonstrations will let an 
eager audience see, hear and ex- 
perience life as it will be lived in 
the years to come. 

To enjoy that kind of life, a man 
must be occupied in doing the 
things he is best fitted to do. In 
the Home Life, there is that group 
of underwriters who glory in their 
service which constantly increases 
their clientele. They are personal 
producers, becoming bigger and 
better producers as they build 
fomorrow’s clientele from today’s 
service. 

To them Home Life, on the 
threshold of a New Year, pledges 
continued support of its “Client 
Building through Planned Es. 
tates” program. 

There is another group who 


also eagerly begin a New Year. 





They too are building a “world 
of tomorrow” in which they will 
be happy. Each of them wants 
the responsibility of management 
—to head an agency of his own 
building. 

They confidently ignore that 
which oppresses ambition — the 
feeling that ‘‘tomorrow never 
comes.” Tomorrow has come for 
every qualified man in Home Life 
—pbecause the moment each at- 
tains that period in his training 
and experience which qualifies 
him to build and build safely, he 
starts his agency. 

To this group, to Home Life’s 
General Agents of the future, the 
Company restates its pledges that 
never shall we find ourselves with 
men of ability and ambition who 
will be denied their opportunity 
because there are no openings. 

A toast then to the New Year 
and to the Career Underwriters of 
the Home —to their World of 


Tomorrow. 
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MORE NEW ALL-TIME 
HIGHS FOR THE 
SHIELD COMPANY 


The official figures are not yet ready, 
but enough is known to indicate that 
the Shield Company is closing 1938 
with a record that will reach an all- 
time high in several respects. 


The total Life Insurance in force will 
be around $650,000,000 after a gain 
for the year of at least $50,000,000. 


The total assets will reach a new 
high and the quality of these assets 
maintained at the same high standards 
we have always used. 


The record has been accomplished 
by a field organization that has also 
reached a new high figure — more 
than 3,500—and every one a full-time 
employee. 


Thi 
NATIONAL LIFE 
AND ACCIDENT 
InsunanceCompanylnc. 


























Regionals to Launch 
Creative Sales Plan 
in January 


New England Mutual 
Holds 22 Gatherings— 
Home Office Men Attend 


A series of 22 regional agents’ meet- 
ings will be held in January by the New 
England Mutual throughout the country 
for discussion of practical ways of cre- 
ative selling. Featured will be the new 
policy contract, presentation of the 
newly developed programming sales 
plan, “Coordinated Estates,” and the 
new training course, “Career Under- 
writing.” 

Policy contracts have been completely 
redesigned and revised in both form and 
wording. The order of material has been 
rearranged, legal and technical terminol- 
ogy abandoned, wherever feasible, for 
layman’s language. Liberal surrender 
value practices are continued without 
change. Loan interest is reduced to 5 
percent. A joint and two-thirds surviv- 
orship option, available at age 55, 60 or 
65, is added. 


“Coordinated Estates” Plan 


“Coordinated Estates” is a_ simple, 
practical plan for creative selling for 
1939 needs which has been field tested 
for several months. It is expected to 
help a large proportion of New England 
Mutual agents to higher production 
brackets. A seven-piece kit provides at- 
tractive, efficient material for prospect- 
ing, approach, interview and preparation 
of program analysis. The plan includes 
outlines of sales angles proved effective 
in “proving-ground” experiments, which 
are adaptable to individual methods. 

“Career Underwriting with New Eng- 
land Mutual’ is a four-volume course 
for training new recruits and for review 
by experienced agents. A comprehensive 
survey of fundamentals is given; company 
policies and practices, selling process 
and sales technique, sales habits which 
make for successful organized action. 
Also included is material specially de- 
signed to facilitate its use both by study 
groups in general agencies and individ- 
uals living at a distance from agency 
cities. 

Meetings for the New York City, 
Chicago and New England regions will 
be held in the first week of January. 
The following week, meetings will be 
held at Philadelphia, Detroit, Kansas 
City, Richmond, Cleveland, Omaha, 
Denver, and Cincinnati. During the last 
two weeks there will be meetings at At- 
lanta, Nashville, Portland, Ore., Tampa, 
St. Louis, San Francisco, Minneapolis, 
Los Angeles, Rochester, Houston, and 
New Orleans. 

The home office will be represented 
by President G. W. Smith, G. L. Hunt, 
vice-president; W. E. Hays, director of 
agencies; C. F. Collins, agency secre- 
tary; R. J. Lawthers, head of the benefit 
department; J. P. Hall, agency super- 
visor, and John Hill, editor of “The 
og.” 


Fischer Iowa Possibility 


DES MOINES—C. R. Fischer, 
treasurer Iowa Home Owners’ Mutual, 
left last week with Mrs. Fischer for 
Tempe, Ariz., where they will spend the 
winter. He was campaign manager for 


Governor-elect George A. Wilson of 
Iowa, and could have practically any 
state position he desired. He has been 
mentioned as the possible successor to 
Commissioner M. V. Pew, whose term 
expires Feb. 9, but announced he did 
not want any appointment. 








May Seek to Simplify Ohio 
Insurance Statutes 





COLUMBUS, O.—lIt is understood 
an effort may be made in the session 
of the Ohio general assembly which 
opens next week to simplify the insur- 
ance laws. Many are obsolete and 
serve only to confuse rather than pro- 
mote observance and enforcement. It 
is expected a large number of bills deal- 
ing with insurance will be introduced. 

C. H. Jones of Jackson, O., former 
member Ohio house and former assis- 
tant attorney-general, was named di- 
rector of commerce by Governor-elect 
Bricker. The insurance division comes 
under his jurisdiction. 

The new governor and director of 
finance are at work on the state budget, 
and there is much interest in the ap- 
propriation to be set for the insurance 
department. 


Fidelity Investment Patches 
Up Its Trouble With U. S. 


(CONTINUED FROM PAGE 3) 


to the contracts or the yield to contract 
holders. 

Creating or maintaining subsidiaries 
to conceal the nature or amount of in- 
debtedness or investments or employ- 
ing any other device to defraud. 

Paying dividends except from earned 
surplus. 

Purchasing securities to the personal 
benefit of anyone connected with the 
association. 

Purchasing or depositing with West 
Virginia or any other state insufficient 
securities to meet deposit requirements. 

Failing to maintain at all times suff- 
cient statutory deposits against appro- 
priate liabilities. 

Life insurance people have been in- 
tensely interested in the Fidelity case, 
inasmuch as Fidelity operates under the 
jurisdiction of the West Virginia insur- 
ance department, the contract it sells is 
tied up with a term insurance propo- 
sition and because Fidelity has to a 
certain extent been a competitor of life 
insurance propositions. 

J. T. Callahan, assistant general coun- 
sel for SEC, was quoted as criticising 
state officials where Fidelity is licensed 
for failing to exercise adequate supervi- 
sion over the West Virginia concern. 
Had the various state officials enforced 
their laws, he said, it would not have 
been necessary for SEC-to take the ac- 
tion that it has. Illinois, according to 
Callahan, was one of the few states that 
did properly enforce its statues. Fidel- 
ity was required to have on deposit there 
dollar for dollar of the contract liability 
owing to contract holders. 

Since its incorporation, Fidelity has 
paid dividends to stockholders of $587,- 
034 in cash and $1,022,326 in stock. 
There are 9,110 shares of preferred 
stock of $100 par value and 8,123 of 
common stock, $100 par value. The pre- 
ferred is callable at $115 with dividend 
rate limited to 7 percent and cumulative 
to the extent of 5 percent. 

Hume, Cincinnati attorney, has 
called upon Superintendent Bowen of 
Ohio to act as provided under the Ohio 
code for the protection of Fidelity con- 
tract holders. 


Dr. Albright’s Son Dies 

Dr. Charles E. Albright of Milwaukee, 
who for years has been the leading pro- 
ducer of Northwestern Mutual Life and 
is one of the big life insurance pro- 
ducers of all times, is bereaved by the 
death of his son, David E. Albright, who 
was struck by a train of the Chicago, 
Milwaukee, St. Paul & Pacific Railroad 
near Oconomowoc, Wis. David Al- 
bright, who was 28 years of age, was 
engaged in the real estate business 
Chicago. 


Publish Bureau Meet Report 

The proceedings of the annual meet- 
ing of the Association of Life Agency 
Officers and the Life Insurance Sales 
Research Bureau have been published. 
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Reinsurance Shift 
Causing Reduction 
in Limits—Linton 





(CONTINUED FROM PAGE 3) 


It has been hoped that improved se- 
lection methods would enable companies 
to bring the big-risk mortality into line 
with its average. In spite of electro- 
cardiograms, x-rays, and stricter in- 
spections and medical examinations, it 
now appears that high amounts mean 
higher mortality. Since this extra mor- 
tality appears to be an inevitable accom- 
paniment of big cases, it is obvious that 
the reinsurers cannot continue to accept 
business and pay the same dividends 
as direct writing companies when the 
reinsurers’ share has a much _ higher 
mortality than the business on which 
the dividend scale is based. 


Smaller Companies Like It 


Until recently the shift from coinsur- 
ance to renewable term has been mainly 
among the smaller and medium-sized 
companies which were already favorable 
to the term plan anyway, as it permitted 
them to retain a larger share of the 
assets in their portfolios. Coinsurance 
places the reinsurer’s share of the re- 
serve with their company while under 
renewable term the reinsurer covers 
only the net amount at risk under the 
coverage it issues. This net amount 
decreases every year as the reserve in 
the ceding company’s hands increases. 

Coinsurance, on the other hand, has 
been favored by the large participating 
carriers, as under this plan the dividends 
they declare will be matched by the 
reinsurer. 

There is some danger that the shift 
of reinsurers from coinsurance to annual 
renewable term will be distorted by 
term insurance enthusiasts and made to 
appear as an endorsement of annual re- 
newable term. As indicated by Mr. 
Linton in his talk, the term zealots are 
prone to make much of the fact that 
direct-writing companies buy annual re- 
newable term insurance from their re- 
insurers. 


Positions Not Comparable. 


There are several important reasons 
why an individual buying annual renew- 
able term insurance is in an entirely 
different position from a company doing 
the same thing. The most important 
is that the ceding company, unlike an 
individual, is certain to maintain and 
build up the investment portion of the 
contract in order that this element, plus 
the amount at risk, will always equal 
the face of the policy. 

Second, the term insurance bought by 
an insurance company does not expire 
as long as the policy stays in force, 
though of course the actuarially deter- 
mined progressive reduction of the 
amount at risk keeps the premium on 
the latter from rising to a prohibitive 
figure. Third, the insured individual for 
whom his company buys renewable term 
reinsurance cannot select against the 
company as he could if he were buying 
annual renewable term himself and later 
found himself to be impaired. It is this 
latter hazard that makes it necessary for 
companies to limit the age to which the 
term insurance is to run, if they are 
dealing with individuals. 

Many of the largest companies cede 
No reinsurance at all. Their retentions 
are large enough so that they suffer no 
Competitive disadvantage from a lack of 
facilities for placing larger risks. These 
Companies prefer to let their agents 
Place the excess above these high reten- 
tions where they wish. 





President Tom French Resigns 


Tom French has resigned as president 
of Guardian Life of Dallas. He was the 
Organizer of Guardian Mutual Life, 
Which was absorbed in 1936 by Guardian 
Life, which is a limited capital company. 








Union Central Board 
Chairman Is Retiring 








JOHN W. PATTISON 


John W. Pattison is retiring as chair- 
man of the board of Union Central Life. 
This is one step in a broad reorganiza- 
tion program of the company. Presi- 
dent W. H. Cox becomes chairman of 
the board as well. 


T. M. Riehle Status Changed 
to General Agent 


NEW YORK.—T. M. Riehle Jan. 1 
will change his status from manager of 
the Equitable Society here to general 
agent. The Equitable operates on both 
plans. Mr. Riehle is a former president 
of the National Association of Life Un- 
derwriters. 

Coincidental with the shift, Mr. Riehle 
will form a model life insurance agency 
which he says will be “small in num- 
bers, large in public service, based on 
a practical ideal—an aggregation of self- 
respecting business men with dignity, 
personality, individuality and responsi- 
bility, breeding public respect.” 





M. R. Morgan Slated for Va. Post 


RICHMOND, VA.—M. R. Morgan 
of Eagle Rock, a state representative, 
who has served for several terms as 
chairman of the house committee on in- 
surance and banking, has been picked 
to succeed M. E. Bristow as commis- 
sioner of banking, according to reports. 
Mr. Morgan is a local agent. Mr. Bris- 
tow formerly was commissioner of 
banking and insurance with George A. 
Bowles, his deputy, in charge of the in- 
surance department, but the two offices 
were divorced from each other several 
years ago. 


NEWS OF WEEK 


New York seeks standards for valuing 











foreclosed real estate. Page 1 
* * * 

Far-reaching developments marked 

year now ending. Pagel 


* * 


Important changes are taking place in 
the head office organization of Union 
Central Life of Cincinnati. 


* * * 


D. Gordon Hunter, vice-president Phoe- 
nix Mutual Life, elected chairman of 
Agency Practices Committee. 


* * * 


New York code sponsors may have to 
be content with partial victory. 


* * * 


Important life insurance papers are 
presented at annual meeting of Ameri- 
ean Association of University Teachers 
of Insurance in Detroit. Page 3 


* * * 


Shift in reinsurance arrangements 
causing reduction in limits, says M. A. 
Linton. etna Page 3 


New England Mutual Life to launch 
creative selling program at series of 22 
regional meetings in January. Page 6 
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DEPENDABLE PERFORMANCE 





Completing the Machine 


A telephone call from a prominent eye specialist in Cleve- 
land was received by our office there. The doctor spoke with 
relish of the fact that this year would see the payment of 
the final premiums on his retirement policies with The Con- 
necticut Mutual. These policies were issued prior to the day 
of our Retirement Income policy and even pre-date Endow- 
ment at Age 65 with annuity option; however, by the 
judicious use of specially ground income agreement depart- 
ment gears, a Retirement Income machine was created, shall 
we say custom-built, for him by the Company. 


The Connecticut Mutual, in combination with similar poli- 
cies with another company, will pay him some $500 a month, 
beginning next year, when he attains age 55. The doctor 
loves to travel and feels that a trip to Scotland, Wales or the 
Holy Land, is incomplete, unless he spends at least three 
months in each country visited. 


Most unprejudiced persons would agree that only through 
the cooperation of one of the old line life insurance com- 
panies, could this doctor have so systematically and safely 
provided for the years of travel and pure enjoyment, to 
which he now looks forward. 
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NEWS ABOUT LIFE POLICIES 


By JOHN H. RADER 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


Digest” and “Little Gem.” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





Dividend Action of 
Companies to Date 


Companies which to date have an- 
nounced a continuation of the 1938 divi- 
dend scale for 1939 are: American 
Home, Bankers National (for January 
and February), Beneficial, California- 
Western States, ‘Central Assurance, 
Iowa; Colorado (generally); Columbus 
Mutual, Connecticut General (except re- 
duction on retirement annuity); Con- 
necticut Mutual, Country, 
Canada; Equitable, N. Y. (except de- 
crease in single premium annuities); 
Excelsior, Canada; Expressmen’s Mu- 
tual; Fidelity Union; General Mutual, 
Girard Life, Fidelity Mutual (except re- 
duction in premium and retirement an- 
nuity); Great Northwest, Great South- 
ern, Great-West, Guaranty Income, 
Home Friendly (industrial), Home, N. 


Equitable, 





Y.; John Hancock Mutual, Kentucky 
Home, Lincoln Liberty, London Life, 
Lutheran Mutual, Manhattan Mutual, 
Midwest Life, Monarch, Mass. (to July 
1); Mutual Benefit; Mutual, Canada; 
National, Vt.; North American Life & 
Casualty; North Carolina Mutual, 
Northern, Canada; Northwestern Mu- 
tual (generally), Philadelphia Life, Pol- 
icyholders National, Prudential (applied 
to new rates), Reliance, Service Life, 
Shenandoah, State Life, Ind.; State Mu- 
tual, Teachers Insurance & Annuity, 
Union Central, Union Labor, Wisconsin 
Life. 

Two Canadian companies, Confeder- 
ation and Manufacturers, announced in- 
crease over the 1938 scales. The Great 
Lakes, which recently changed its name 
from the Pure Protection, announced a 
10 percent increase in dividends. 

The Aetna, Guardian, N. Y., Mutual, 
N. Y.; New England Mutual and Pres- 
byterian Ministers are paying lower 
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Retirement Income 
with 
Protection As-You-Go 
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HE STATE LIFE of Indiana offers a wide 

range of policies to provide retirement 
incomes. ... Endowment policies maturing 
at various ages, in two to twenty years, and 
at five-year intervals afford individualized 
service. . . . Comprehensive Installment 
Options and suitable supplementary agree- 
ments enable the State Life Representative 
to serve the exact needs of his clients. ... 
State Life issues up-to-date policies from 
ages one day to sixty-five years. Many of 
these policies can be merged finally into a 
Retirement Income plan... . State Life offers 
agency opportunities for those qualified. 
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THE 


STATE LIFE 


INSURANCE COMPANY 


Indianapolis 
Indiana 


AN OLD-LINE MUTUAL COMPANY FOUNDED 1894 





























dividends, as well as the Sun Life of 
Maryland, which announced reduction 
in the 10th and 15th year voluntary divi- 
dend on non-participating policies. 

A general revision is being made by 
the LaFayette and Provident Mutual. 

No dividends will be paid by the Co- 
lumbian Mutual of Tennessee and Vic- 
tory Mutual of Chicago. 





Metropolitan Life 
Has New Rate Book 


The 1939 rate book of the Metropol- 
itan Life contains revised rates for the 
retirement income contract which 
brings those policies in line with the 
general policy settlement options of the 
company. The surprise feature of the 
new book is a section on juvenile insur- 
ance to be issued in states other than 
New York. These policies carry graded 
death benefits of $100 per year of at- 
tained age at death up to age 10. The 
policy is issued for $1,000 and no more 
than one policy will be allowed on the 
life of any individual. New tables 
which should prove quite useful show 
the amount of insurance which is re- 
quired to produce incomes of $50 to 
$300 monthly for one to 30 years. ‘Con- 
siderable thought was put into the set- 
tlement option tables contained in the 
new rate book which will make income 
settlements much more popular because 
they will be easier to arrange. 

Sample rates follow: 


Retirement Income 


-——_Male———_ -———-Female——_, 

Age Age Age Age Age Age 
Age 55 60 65 55 60 65 
10 $26.64 $21.67 $18.25 $28.56 $23.16 $19.31 
11 27.52 22.29 18.71 29.53 23.86 19.83 
12 28.46 22.96 19.21 30.58 24.60 20.36 
13 29.46 23.66 19.72 31.67 25.38 20.92 
14 30.51 24.40 20.25 32.83 26.19 21.51 
15 31.63 25.18 20.81 34.06 27.06 22.13 
16 32.81 26.01 21.41 35.36 27.98 22.80 
17 34.06 26.87 22.04 36.73 28.93 23.49 
18 35.388 27.79 22.69 38.20 29.95 24.21 
19 36.80 28.77 23.38 39.75 31.02 24.96 
20 38.29 29.78 24.10 41.40 32.14 25.76 
21 39.91 30.87 24.88 43.17 33.35 26.62 
22 41.62 32.02 25.68 45.05 ° 34.63 27.50 
23 43.44 33.24 26.54 47.06 35.97 28.44 
24 45.41 34.54 27.44 49.22 37.41 29.44 
25 47.50 35.92 28.39 51.52 38.94 30.49 
26 49.77 37.39 29.41 54.01 40.57 31.61 
27 52.20 38.97 30.49 56.70 42.31 32.79 
28 54.82 40.64 31.62 59.57 44.16 34.04 
29 57.66 42.44 32.84 62.70 46.16 35.38 
30 60.75 44.38 34.13 66.10 48.30 36.81 
31 64.10 46.44 35.50 69.78 50.59 38.32 
32 67.76 48.68 36.97 73.81 53.07 39.94 
33 71.77 51.10 38.55 78.23 55.74 41.68 
34 76.18 53.70 40.22 83.08 58.64 43.53 
35 81.05 56.54 42.02 88.44 61.76 45.52 
36 86.45 59.62 43.96 94.38 65.18 47.66 
37 92.44 62.98 46.05 100.97 68.89 49.95 
38 99.19 66.65 48.31108.40 72.97 52.43 
39 106.78 70.68 50.73 116.75 77.44 55.12 
40 115.40 75.15 53.37126.25 82.39 58.04 
41 125.28 80.10 56.24137.13 87.87 61.21 
42 136.70 85.59 59.37149.67 93.96 64.67 
43 150.00 91.75 62.80 164.37100.80 68.44 
44 165.80 98.71 66.57 181.74 108.51 72.60 
45 184.73 106.58 70.71 202.60 117.23 77.20 
46 207.67115.47 75.21 227.90 127.11 82.18 
47 2386.41125.74 80.22 259.51 1388.52 87.70 


48 273.28137.72 85.83 300.23 151.80 93.92 
-53 15 


49 322 1.85 92.12 354.37 167.54 100.90 
50 391.41 168.87 99.25 430.43 186.42 108.81 
51 -- 189.62 107.89 .... 209.45 117.83 
52 .. 215.45116.78 .... 238.28 128.26 
53 .- 248.78 127.71 .... 275.22 140.39 
54 .. 293.07 140.58 .... 324.57 154.66 
55 - 354.88 155.94 .... 393.49 171.84 
56 . £te0 SbOte cose ones Ogee 
57 198.13 
58 228.03 
59 267.78 
60 323.43 


15 $ 0.68 $ 0.63 $ 0.60$ 1.46$ 1.35 § 1. 
20 : 80 75 ‘ otk 
25 Lit 6T01 94 2.39 2.18 
30 1.45 1.32 1.22 3.138 2.85 
35 1.97 1.78 1.65 4.27 3.87 
40 2.82 2.52 2.33 6.15 5.50 
45 4.36 3.75 3.47 9.55 8.24 
50 7.69 5.97 5.46 16.89 13.15 
55 -- 10.58 9.83 .... 238.45 


Guardian Life Drops 
Dividends 15 Percent 


The revised dividend scale of the 
Guardian Life of New York, involving 
a decrease due to use of 3% percent 
interest factor rather than 334 percent 
as in 1938, and use of an expense charge 
decreasing with policy duration in place 
of the present flat charge is presented 
below. The scale involves an_ overall 
reduction of about 15 percent. For sev- 














eral more popular forms the 1939 divi- 


dends are: 
Ordinary Life 


Dividends at End of Year 
1 5 8 0 


Ag ! 20 
( $3.55 $3.68 $3.89 $4.04 $4.54 
21 2 3.56 3.70 3.91 4.06 4.58 
3.57 3.72 3.94 4.09 4.62 
3.58 3.73 3.96 4.11 4.66 
3.60 3.75 3.98 4.14 4.70 
3.61 3.77 4.01 4.127 4.75 
3.68 3.79 4.03 4.20 4.79 
3.64 3.81 4.06 4.23 4.85 
3.66 3.83 4.09 4.27 4.90 
3.68 3.85 4.12 4.30 4.95 
3.69 3.87 4.15 4.34 5.01 
3.72 3.90 4.18 4.38 5.07 
3.73 3.93 4.22 4.42 5.13 
3.76 3.95 4.26 4.46 5.20 
3.78 3.98 4.30 4.51 5.27 
3.80 4.01 4.34 4.55 5.34 
8.88 4.05 4.388 4.61 5.41 
3.85 4.08 4.42 4.66 5.49 
3.88 4.12 4.47 4.71 5.57 
3.91 4.15 4.52 4.77 5.66 
8.94 4.19 4.58 4.84 5.75 
3.98 4.24 4.63 4.90 5.85 
4.01 4.28 4.69 4.97 5.94 
4.05 4.33 4.76 5.05 6.05 
4.09 4.88 4.82 5.12 6.16 
4.13 4.43 4.89 5.20 6.27 
4.18 4.49 4.97 5.29 6.39 
4.22 4.55 5.05 5.38 6.52 
4.28 4.62 5.13 5.48 6.66 
4.33 4.68 5.22 5.58 6.80 
4.39 4.76 5.32 5.69 6.95 
4.45 4.83 5.42 5.81 7.11 
4.51 4.92 5.52 5.93 7.27 
4.58 5.00 5.64 6.06 7.45 
4.66 5.10 5.76 6.20 7.63 
4.74 5.19 5.88 6.34 7.83 
4.82 5.380 6.02 6.50 8.03 
4.91 5.41 6.16 6.66 8.25 
5.01 5.53 6.32 6.84 8.49 
5.11 5.66 6.48 7.02 8.74 
5.22 5.79 6.65 7.22 9.00 
20-Payment Life 
$3.64 $3.88 $4.24 $4.48 $5.43 
3.66 3.89 4.26 4.51 5.48 
R 7 3 4.54 5.52 
4.56 5.57 
4.59 5.61 
4.62 5.66 
5.71 


BS SD 00 99 99 OT OT 9 CO DDD HE OOO DD 00 00 0 HO TD AIAIAIAINIA DH 
AOA WOONONA SWNIS DH IPOH OOCTIN © OO CI WH OOO ROH OO OO4)] 
AAAAAN ATT AD SPAS PARA R DR RRA RRR Be BB CO C9 C000 08 
NRK RN WON SO WTNH AOCH ON ORPONPHOCIN OAC WOH OD ROH 
OO PLR LR OAAAAANAANAAAHRARARAAMM AMM AAA MAANS 


> D> 2 S22 G2 TT USU TSU TUT TU YUU ee oF oF oR we fm ye nF wa i ofa of nem afm fe nf af oP af im 
He DS DS 00 Oa DDO G0 AT ot OD OMIM Ih ODEO to OO 


SAA PWNS CONAN PWN HOS OVO WWNAIRAAAUCIC SP moO COCO WDD 
OW OPH OAARDIWOOH PHAOWAIHAKHAHANWWPOAIPO-1R KH OCIW OOO 
NANSRAPRPMAAAMAAARAVAATIAATA ape pe eee 


HDD D 00 WIS RO DHS OID OTR DOI Ht SOO 00 00 OT AIDI OD 
SOILS STIR OAS PWR EAWOWNROWNH IOC ODH ARON OD 


GO SND C9 He SED C9 OO He SAY Ot OSES Pt et ht BO 09 He 9 GO DED OV OO ND SYD oo hood 


5. 5.74 
5. 5.87 
20-Year Endowment 
— ee $3.42 $3.84 $4.27 $4.93 $5.39 $7.25 
£7 aes 3.43 3.85 4.28 4.94 5.40 7.26 
Boe. eis 3.44 3.86 4.29 4.95 5.41 7.27 
7. eRe 3.45 3.87 4.30 4.96 5.42 7.28 
ee 3.46 3.88 4.31 4.97 5.43 7.30 
Dene so 3.47 3.89 4.32 4.99 5.45 7.31 
Bonn a 3.48 3.90 4.383 5.00 5.46 7.33 
BT. sss BES “SO “488 5:08-5:47 7.85 
Belay, ox; 3.50 3.92 4.86 5.03 5.49 7.36 
Boric cack 3.51 3.94 4.387 5.04 5.50 7.38 
ee 3.52 3.95 4.88 5.06 5.52 7.40 
BB tess 3.54 3.96 4.40 5.08 5.54 7.42 
os ewis 3.55 3.98 4.42 5.10 5.56 7.44 
i 4.00 4.44 5.11 5.58 7.46 
: 4.02 4.46 5.14 5.60 7.49 
3.60 4.03 4.47 5.16 5.63 7.52 
g 4.05 4.49 5.18 5.65 7.54 
i 4.07 4.52 5.21 5.68 7.58 
3.66 4.09 4.54 °5.23 5.71 7.61 
y 4.12 4.57 5.26 5.74 7.65 
: 4.14 4.60 5.30 5.77 7.68 
é 4.17 4.63 5.33 5.81 7.73 
75 4.20 4.66 5.37 5.85 7.77 
: 4.23 4.69 5.41 5.89 7.82 
" 4.26 4.73 5.45 5.94 7.87 
: 4.30 4.77 5.50 5.99 7.93 
p 4.34 4.81 5.54 6.04 7.99 
; 4.38 4.86 5.60 6.10 8.06 
: 4.42 4.91 5.65 6.16 8.13 
a 4.47 4.96 5.72 6.23 8.22 
: 4.52 5.02 5.79 6.31 8.30 
y 4.57 5.08 5.86 6.39 8.40 
: 4.63 5.15 5.94 6.47 8.50 
: 4.69 5.22 6.03 6.57 8.61 
: 4.76 5.30 6.12 6.67 8.74 
5 4.28 4.83 5:38 6.22 6.78 8.87 
1 Di as 4.35 4.90 5.47 6.32 6.90 9.01 
eee 4.41 4.99 5.57 6.44 7.03 9.16 
eee 4.49 5.08 5.67 6.57 7.17 9.34 
BO aoe vais 4.56 5.17 5.78 6.70 7.32 9.62 
OU? me 4.65 5.27 5.90 6.85 7.49 9.72 


Provident L&A uity Rule 


Provident Life & Accident has, ri 
nounced a new rule regarding singlé 
(CONTINUED ON PAGE 17) 
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Completes 45 Years as 
Acacia’s Directing Head 


WILLIAM MONTGOMERY 


William Montgomery, president of 
Acacia Mutual Life, has celebrated his 
forty-fifth anniversary as directing head 
of that institution. 

In 1893, Mr. Montgomery was elected 
secretary of a small local insurance or- 
ganization, with practically no assets 
and about 600 members who _ paid 
$1.10 apiece whenever a death occurred 
among them. He was the only em- 
ploye in the one-room office in down- 
town Washington. As a matter of fact, 
the directors who elected him considered 
that the association had about reached 
the end of its existence and his prin- 
cipal job would be to wind up its affairs. 

With a vision, energy, initiative, and 
clarity of purpose Mr. Montgomery 
built an enduring institution from that 
association. In the early years, he 
“pounded the pavements” looking for 
men with belief enough in him person- 
ally to take insurance with him. When 
he obtained an application, he raced 
back to the office, wrote the policy, set 
up the accounting records, delivered the 
policy, and collected the premium. 

Mr, Montgomery set to work to build 
a service institution which would be 
operated for the benefit of its policy- 
holders and not for profit, and which 
would stand unshaken. Mr. Montgom- 
ery, against heavy odds, built from this 
small fraternal assessment association 
the Acacia Mutual Life of today, an 
old line legal reserve company operat- 
ing on_a nation-wide basis with assets 
of $80,000,000 and with insurance in 
torce of $400,000,000. Acacia has paid 
into the homes of its policyholders more 
than $86,000,000. Today Acacia has 
1,000 employes in its beautiful home 
office building and in its 60 branch 
offices. 

In December, the month in which 
both Mr. Montgomery’s birthday and his 
anniversary with Acacia occur, the field 
force celebrated a special “President’s 
Month” which had as its objective com- 
pletion of the goal of $400,000,000 in- 
surance in force, 


Adopt Five-day Week 


MONTREAL—A five-day workweek 
will be adopted by the Sun Life of Can- 
ada for head office employes in June, 
July and August President A. B. Wood 
announced at a Christmas gathering of 
some 2,000 staff members. The five-day 
Week was introduced experimentally on 
asmaller scale last summer. 

William Gray, staff member, extended 
greetings to Mr. Wood, Mrs. Wood and 
the officers. Mr. Wood noted the very 
Satisfactory business statement which 
the Sun will present for 1938. The Sun- 
eam Social Service Club supported en- 
trely by voluntary donations from em- 
bloyes ‘cared for Christmas needs of 
More than 100 needy families. This work 


LIFE INSURANCE EDITION 


has been an annual activity of the staff 
for over 20 years. 


Canadian November Sales 


TORONTO—Sale of new ordinary 
life insurance in. Canada and Newfound- 
land in November totaled $36,611,000, 
the Canadian Life Insurance Officers’ 
Association estimated. Sales by prov- 
inces, based on returns by 18 companies 
having 87 percent of insurance in force, 
exclusive of group and wholesale insur- 
ance, annuities, pension bonds without 
insurance, reinsurance, revivals, etc., 
were: British Columbia $2,685,000, AlI- 
berta $1,792,000, Saskatchewan $1,355,000, 
Manitoba $2,390,000, Ontario $16,599,000, 
Quebec $8,904,000, New Brunswick $956,- 
000, Nova Scotia $1,322,000, Prince Ed- 
ward Island $178,000, Newfoundland 
$430,000. : 


Discuss Rehabilitation Work 


BOSTON—tThe Boston Life & Acci- 
dent Claim Association at its December 
meeting heard H. A. Dallas, supervisor 
rehabilitation division Massachusetts de- 
partment of education, describe work 
of his organization in handling victims 
of industrial accidents. Dr. A. S. Rose 
will speak on the mental aspect of re- 
habilitation at the January meeting. 


Minneapolis Journal Photo 


Dover, N. H., Savings Bank 
Adopts Novel Plan 


DOVER, N. H.—Interest attaches to! 
a new plan of savings inaugurated by the | 
Strafford Savings Bank of this city as | 
| Butler University, Indianapolis, is put- 
| ting insurance courses on the required 
| list in four departments of study. Here- 


presenting a possible alternate to sav- 
ings bank life insurance yet embodying 
some advantages of the latter. The bank 
has started an “endowment club” pro- 
viding a ten year weekly savings plan 
and ten year term insurance. 


and nine months, and provide funds for 


payment of life insurance premiums. The | 


ance being written by an agent of the 
insured’s choice. After six weeks’ de- 
posits the member may withdraw funds 
to purchase $1,000 term insurance. and 
may later withdraw up to a total of $90 
to pay later premiums. The plan is 
based on age 30 and at higher ages add- 
ditional premium deposits are required. 

For the $2 per week deposit the in- 
sured, aged 30, for nine years and nine 
months, has the following benefits: 
$1,000 cash at end of period; cash sur- 
render values at any time equal to total 
amount paid in; less cost of insurance 
and a $2 surrender charge; and a death 
benefit during the 10 year period of 


i, SB 


9 


$1,000 from the life insurance, plus cash 
surrender value of savings account. The 


| coverage is available in units of $1,000. 


Insurance Courses Required 


The business administration college of 


tofore these courses have been elective. 


i In the accounting field, life insurance 


Weekly deposits of $2 will buy a | Teduirements. 


$1,000 endowment payable in nine years | 


and property insurance have been made 
Life insurance, social in- 
surance and property insurance is to be 


| required of students majoring in finance; 


vege \ “In the Mand of 10,000 Lakes”’ an 


life insurance is to be required in the 


bank does not write insurance, the insur- | field of marketing and property. 


Alberta Branch Is the Winner 


Winning branch in a recently con- 
cluded eight weeks’ campaign among 33 
Canada Life branches in Canada, United 
States, Hawaii and Newfoundland was 
Alberta, of which George Lomas is man- 
ager. Channing Davis, manager of the 
New York City branch, and his associ- 
ates finished in third place. The current 
campaign was in honor of A. N. 
Mitchell, the company’s new president. 
During the campaign, the branches 
rolled up a total of $9,326,570 paid busi- 
ness which exceeded the quotas by 
$1,000,000. 
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NEW JEFFERSON STANDARD LIFE AGENCY DEPARTMENT LINE-UP 








M. A. WHITE 
Agency Manager 


Ralph C. Price, vice-president of the 
Jefferson Standard Life and head of the 
agency department has announced pro- 
motions in the agency department. 

M. A. White, formerly superintendent 
of agencies, has been promoted to 
agency manager. Mr. White became as- 
sociated with the Jefferson Standard in 
1923 as traveling auditor and in 1931 he 
was promoted to agency secretary and 
became superintendent of agencies in 
1933. He has been in life insurance more 
than 25 years. He was formerly with 
the Pilot Life. He graduated from the 
University of North Carolina in 1911. 

Edwin C. Klingman, superintendent of 
agencies since 1932, has been promoted 
to director of agencies. Mr. Klingman 





EDWIN C. KLINGMAN 
Director of Agencies 


has been serving branches in south cen- 
tral states. He will now extend his work 
to include all agencies. Mr. Klingman’s 
entire insurance experience has been 
with the Jefferson Standard, having 
joined the company in 1916. For many 
years he held the position of chief un- 
derwriter. 

Karl Ljung, formerly assistant secre- 
tary, has been promoted to superintend- 
ent of agencies. In addition to his new 
duties he will continue to supervise the 
advertising, sales promotion and con- 
servation departments. Mr. Ljung’s en- 
tire life insurance experience has been 
with the Jefferson Standard, having be- 
come a member of the accounting de- 
partment in 1920. In 1926 he was made 
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KARL LJUNG 
Superintendent of Agencies 


R. B, TAYLOR 
Agency Assistant 


manager of the conservation department , been generally recognized as outstand- 


and in 1931 he became associated with 
the agency department in charge of ad- 
vertising, sales promotion and conserva- 
tion. In 1933 he was appointed assistant 
secretary. Mr. Ljung is vice-president 
of the Life Advertisers Association. He 
served twice as a member of the Life 
Insurance Week’s publicity committee. 
Mr. Ljung’s work in conservation has 


ing. R. B. Taylor, formerly cashier at 
Atlanta, Ga., has been transferred to the 
agency department as agency assistant. 
Mr. Taylor’s entire business career has 
been with the Jefferson Standard since 
graduating from the University of North 
Carolina in 1928. His duties will be 
comprised of general office work in the 
agency department. 








COAST 





Start San Francisco Drive 
Against “Counsellors” 


SAN FRANCISCO—So-called “‘life 
insurance counsellors’ operating in San 
Francisco, reported to be increasing in 
rumbers and activities, were warned 
that the insurance department, San 
Francisco better business bureau and 
other officials are watching their opera- 
tions and will seek to drive them from 
the city. At a meeting of the general 
Agents & Managers Association V. T. 
Motschenbacher, president San _ Fran- 
cisco association, told of a special bulle- 
tin sent by the better business bureau 
to the public warning them against this 
gentry and that Commissioner Good- 
cell, with legal aid of Deputy Attorney- 
General Cunningham will issue another 
statement before Jan. 1. 

special committee consisting of Mr. 
Motschenbacher, Sun Life; F. J. Van 
Stralen, Massachusetts Mutual; P. G. 
Young, Metropolitan; D. S. Bates, New 
York Life, and A. J. Hill, State Life of 
Indiana, was named to conduct an edu- 
cational campaign against these opera- 
tors and cooperate with the bureau, 
commissioner and other groups. Mr. 
Motschenbacher said one counsellor has 
a large crew of solicitors contacting 
policyholders. 

The life men are debating the feasi- 
bility of seeking legislation to put such 
“counsellors” under supervision of the 
department. 


Pay First Veterans’ Group Claim 


The first claim has been paid on the 
California State Veterans Board group 
insurance plan to pay the balance on 
mortgage loans. Mrs. L. L. Parker of 
Oakland was given a deed for her home 
free of all encumbrances and a mortgage 
of $4,550 paid. The Occidental Life, 
the California-Western States and the 
West Coast Life are jointly carrying the 
insurance at a cost of $1 per month per 
$1,000. 





Mel Gilleland, 42, Grand Rapids, Mich., 











agent of the Aetna Life, was fatally in- 
jured in an automobile-truck collision. 


Company Man Tells 
About Underwriting 


One of the most disappointing experi- 
ences which a life insurance agent is 
called upon to endure is to receive no- 
tice from his company that a $20,000 
application on which he has collected 
the first year premium had been de- 
clined. A worse experience, however, is 
to see that same risk submitted to an- 
other company by another agent and a 
standard policy issued. This does not 
make sense to many agents, V. H. 
Smith, secretary Beneficial Life, told the 
Salt Lake Association of Life Under- 
writers in a talk on risk underwriting 
from the home office viewpoint. : 

“Why this difference in underwrit- 
ing?” he asked. “Life insurance in all 
its ramifications is based fundamentally 
on the law of averages. We must deal 
with the group. To deviate from this 
practice would be very risky. 


Habits Vital Today 


“Not so long ago the ability to pass 
a medical examination, produce a favor- 
able family history and establish evi- 
dence that one was financially able to 
pay the required premium, was tanta- 
mount to receiving a policy. Experience 
and practice soon taught that occupa- 
tion, environment, morals, habits, build, 
often play a far more important part 
than the mere statement of a physician. 

“The most difficult task which con- 
fronts the underwriter today is selection 
of risks from a moral and personal hab- 
its point of view. No one doubts that 
the continual use of liquor shortens the 
span of life. There are, however, those 
who say the use of alcohol has no path- 
ological significance. It does affect the 
brain. Applicants admit very little, if 
anything, either to the agent or exam- 
ining physician, of their drinking hab- 
its. Practically all the information life 
insurance companies secure along this 
and other lines is through the inspection 
department.” y 

F. J. Wagstaff, association president, 
presided. 
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C. LU. 


Purcell Is Worcester Instructor 


W. R. Purcell, assistant general agent 
for Aetna Life at Worcester, Mass., has 
been appointed instructor to teach part 
IV of the C.L.U. course covering busi- 
ness law, wills, trusts, estates and taxes, 
in Worcester. Mr. Purcell received the 
€.L.U. designation in 1937 and this year 
he got the certificate in life insurance 
agency management from the American 
College. Before entering the insurance 
business, he was an instructor for four 
years at Worcester Polytechnic Insti- 
tute. 








Beneficiaries Are Discussed 


The C. L. U. Los Angeles Chapter, at 
luncheon held a round table discussion 
on “Who Should Be the Beneficiary 
Under Each Policy?” with Martin Scott 
and Harold Kaye as leaders. Millar 
Hickox gave a five minute review of tax 
news and court decisions. 





Denver C.L.U. Plan Activities 


DENVER — A ‘far-reaching educa- 
tional program designed to stimulate in- 
terest in C.L.U. work in Denver and 
Colorado was mapped out at the meet- 
ing of the Denver C.L.U. chapter. Ar- 
rangements were made by President 
Baile T. Cantrell for a dinner meeting 
in January at which plans for a series 
of dinner meetings for those interested 
in C.L.U. work will be developed. It is 
planned to invite all life men who have 
started preparing for their examinations 
or who have expressed interest in the 
work. The chapter also hopes to take 
over one or two meetings of the Den- 
ver Association of Life Underwriters for 
presentation of C.L.U. programs. A 
third plan outlined would place C.L.U. 
books in the public library where any- 
one interested might have access to 
them. 


Offers Notable Speakers 


LOS ANGELES — The past year 
1937-1938 the Los Angeles C. L. U. chap- 
ter has maintained a speakers’ bureau 
and provided 44 speakers for general 
agencies here. So successful was the 
plan that it was decided to continue the 
bureau next year. 








H. M. Faser at Boston 


At a special meeting of the Boston 
C. L. U., Henry M. Faser, Jr., Boston 
general agent Penn Mutual Life, dis- 
cussed the structure of retirement in- 
come life insurance plans to young men. 
He always stresses the fact that the 
bulk of the premium goes into a savings 
fund, while only a small part pays for 
protection. Mr. Faser also said that, 
because it is difficult for a young man 
to visualize himself reaching a retire- 
ment age of 60 or 65, he finds that the 
young man policyholder likes to realize 
that he is building up substantial cash 
reserves during the life of his insurance 
program. 





Dean Tippetts Before C. L. U. 


Dr. Charles S. Tippetts, dean school 
of business administration, University 
of Pittsburgh, will speak at the Pitts- 
burgh a luncheon Jan. 9 on 
“What’s Ahead for 1939.” 





Toronto Chapter Election 


The Toronto C. L. U. chapter elected the 
following officers at the annual meeting: 
onorary chairman, C. W. Mealing, 
North American Life; chairman, Garnet 
H. Donaldson, London Life; vice-chair- 
man, F, Graham Taylor, Mutual Life of 
Canada: treasurer, Walter F. Arnold, 
Sun Life of Canada; secretary, W. M. 
arber, Travelers; executive members, 
Harold Wrigglesworth, Canada Life, 
and Morley W. Sparling, North Ameri- 
can Life. : 


Sales-making facts and figures are 
given in the Little Gem Life Chart. 








New Edition of Missouri 
Hand-Book Is Off the Press 


The Underwriters’ Hand-Book for 
Missouri has now been published by THE 
NATIONAL UNDERWRITER and distributed 
to purchasers. This is a valuable refer- 
ence book on Missouri insurance-wise. 
It contains 488 pages. 

The compilers this year found that 
there were 27,623 agents licenses issued 
by the Missouri department as compared 
with 27,433 in 1937. 


Agency Listings Are Given 


This new book gives the complete 
“line up” of the agencies in the state, 
listing them alphabetically by towns and 
cities and showing the members of the 
firm, date established. companies repre- 
sented and other pertinent information. 
This covers fire, casualty and life agents. 

The book, includes information on all 
the companies licensed in the state, their 
home office data, field men, statistical 
information, officers in charge, etc. 
Listed separately for easy cross-refer- 
ence are the general agents and man- 
agers of the life companies. There is a 
brief resume of the insurance laws, lists 
of adjusters, attorneys and brokers. This 
book is indispensable to general agents, 
field men, companies and others inter- 
ested in insurance in Missouri. 





Nashville Court Permits 
Interest Rate Cut 


NASHVILLE—Payment of income 
on a $168,000 life insurance principal 
may be adjusted to conform to lowered 
investment returns, according to decree 
entered in Davidson county chancery 
court by Chancellor Howell in the case 
of the heirs of Morris Werthan vs. 
Northwestern Mutual Life. 

By policy terms the company was to 
hold and invest the policy proceeds after 
death of insured, which occurred Aug. 
2, 1931, and to pay the income therefrom 
to beneficiaries in monthly installments. 
Should the company become unable to 
pay income as great as 4 percent on the 
investment, it was to pay over the entire 
principal to trustees designated in the in- 
sured’s will. A local trust company, 
brother and two sons were designated 
trustees. 

Payments of income began at 4.8 per- 
cent but the decree noted “due to_the 
decreased earning power of prime fixed 
investments in this country,” the com- 
pany was compelled to lower the rate, 
last August served notice it would not 
realize 4 percent any longer and asked 
trustees to take the $168,000. 

Being unable to invest to better ad- 
vantage in Nashville, trustees asked the 
company to retain the principal at a 





lower rate. The decree gives legal sanc- 
tion to this, with income rate 3 percent. 





Metropolitan Modernizes Offices 


The Metropolitan Life is undergoing 
an office modernization program in its 
860 district offices and various detached 
cffices. The old school type desks for 
agents are being discarded and the most 
modern type used. Special equipment 
will be provided for the managers’ of- 
fices and the clerks will have glass bank 
grills of modern type, replacing the old 
fashioned gratings at the cashiers’ win- 
dows, which open on to the public re- 
ception room, An intensive study was 





made before the plan was adopted and 
in order to further test it the new equip- 
ment has been installed in one or two 
offices in each territory as an experi- 
ment. As soon as an adequate test can 
be made, the equipment will be installed 
in all offices. 





Thompson Agency Winner 

The Charles H. Thompson agency of 
the Reliance Life in Jackson, Miss., has 
won permanent possession of the Reli- 
ance’s Caritas cup by leading the annual 
campaign in October and November for 
the second successive year. Manager 
Thompson has been with the company 
30 years. 
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HIS may be your real opportunity—don’t knock. Simply 
write to the Agency Department of the United Life and 
Accident Insurance Company for the full story about our 
combination contract—life, containing double and triple indem- 
nity, with weekly accident protection, non-cancellable and non- 


United Life and Accident Insurance Company agents increase 
their earnings selling this combination life and non-cancellable 


Do you want to increase your earnings? 
OPPORTUNITY KNOCKS—ACT NOW 


Address your letter to: 


William D. Haller, Secretary and Agency Manager 
United Life and Accident Insurance Company 
Concord, New Hampshire 
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Keen-Edged 'Tools— 


C. P. Endow at 55 of which an agent recently wrote: 


Are indispensable to sales these days. Western Life 
tools are compounded of the most modern and up-to-date sales-making alloys. Like this Junior 


“Sold two policies to a hard-up farmer on 


his infant daughters, but got cash for the annual premiums. Such a wonderful emotional appeal 


has his policy it practically wrecks the old saying that you can’t ‘get blood out of a turnip. 


999 


A few choice general agency openings available in California, Oregon, Washington, Idaho, 


Montana and Utah. 


R. B. RICHARDSON 
President 


Helena 


WESTERN LIFE 
INSURANCE COMPANY 
Montana 


LEE CANNON 
Agency Vice President 
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Stabilizing the Income of Agents 


Hotcar J. Jounson of Pittsburgh, presi- 
dent NATIONAL ASSOCIATION OF LIFE UN- 
DERWRITERS, in his address before the LIFE 
PRESIDENTS ASSOCIATION, discussed a phase 
of agency work that is engrossing the 
attention of those primarily responsible 
for production in their various com- 
panies. Undoubtedly a higher respon- 
sibility rests on agency generals than 
ever before insomuch as future profits, 
at least for some years to come, will 
be derived from mortality savings. 
Hence companies are seeking quality 
business. 

In order to get quality business it 
will be necessary to obtain quality 
agents. In order to maintain quality 
agents they must be able to make a 
good living not only to provide the 
necessities of life but some of the lux- 
uries. They must feel a sense of secu- 


rity. They must be in a position to save 
something for the rainy day and the 
lean day. In other words, their security 
must be established. Mr. JOHNSON, 
therefore, stressed the great necessity 
of stabilizing agents’ income. That, in- 
deed, is a very vital and important issue 
to be met. 

Perhaps there will have to be some 
radical changes made in agency opera- 
tions. There may be far too many men 
in the field now and indeed there are 
too many of the unfit. In order to bring 
into the business and keep them in it 
men of real quality and substance, men 
of capacity who will merit the respect 
of the public, a way must be found for 
them to receive sufficient income that 
will enable them to be free from vicissi- 
tude, chance and change. It is a prob- 
lem. It has not yet been solved. 


Keeping a Strong Financial Ballast 


ATTORNEY WILLIAM MARSHALL BULLITT 
of Louisville, who is well versed in life 
insurance practice, in a recent address 
deplored any competitive use of divi- 
dends, especially in these days when 
interest returns are much less, expense 
salvage is smaller and companies have 
to depend on mortality savings very 
largely for profits. He called attention 
to the necessity of maintaining an ade- 
quate contingency reserve. Naturally 
in these days a company must keep its 
surplus at a point where it will be able 
to meet all obligations and _ satisfy 
policyholders and the public as to its 
financial dependability. 


In considering dividends, Mr. BuLuitt 
pointed out that a company should take 
into account the present economic situa- 
tion. Investment losses will continue 
to be charged up because all have not 
been absorbed. Some companies may 
from a sense of pride or to ward off 
competitive influences be tempted to 
strain a point and maintain a dividend 
schedule that is not justified. This is 
the time we all agree that dividends as 
well as any other factor should be care- 
fully considered and treated from a 
thoroughly business like procedure 
which takes into account financial sta- 
bility. 


Agency Department Not Isolated 


As was pointed out in a recent story 
in THE NATIONAL UNDERWRITER concern- 
ing the Lire PRESIDENTS meeting, the 
question of production, business getting 
and the work of agents is now very 
closely integrated with the company 
structure as a whole. That department 
is no longer isolated. It does not stand 
alone but is a very vital part of every 
department and activity of the company. 
Recent years have brought to the fore 
the necessity of thinking of the opera- 
tions of a company as a whole. No one 


Danger in Stressing 


AN agent remarked the other day that 
he had gotten into much trouble when 
soliciting a prospect in dwelling on divi- 
dends to too large an extent. A man 


department can now be allowed to oper- 
ate as a separate segment. In the pro- 
grams of the AssocIATION oF LIFE INsuR- 
ANCE PRESIDENTS and the AMERICAN LIFE 
CONVENTION the question of production of 
business, the work of agents and how 
they affect the company as an entirety, 
expressions frequently come from heads 
of other departments as to the influence 
of the production end. It all goes to 
show that we are taking a more broad- 
minded, cosmopolitan view of the work 
of the agency department. 


Dividends 


takes out a policy and remembers what 
the agent told him. He probably has it 
down in writing what the estimate was. 
The dividend comes around and it is 





lower than the estimate. Then he is 
peeved and charges the agent with mis- 
representation or misleading him. There- 
fore, this agent said that he had learned 
a valuable lesson and that was to simply 
deal with actual guarantees. He tells a 
prospect that there will be a dividend. 


He shows him what is guaranteed and 
then any dividends forthcoming will be 
so much “velvet.” Stressing the divi- 
dend, in this agent’s opinion, and giving 
an estimate when the dividend may be 
reduced merely aggravates the policy- 
holder and he is disappointed. 








PERSONAL SIDE 


OF THE BUSINESS 





George C. Jordan, 85, retired newspaper 
publisher of Waynesboro, Va., who was 
general agent in Washington, D. C., for 
27 years of the Equitable Society, died. 
He resigned from the Equitable in 1929 
to become a publisher, and retired from 
active work several years ago. 





B. L. Tatman, president Reliable Life, 
was presented at the Christmas party with 
a beautiful diamond tiepin by fellow 
members in the Mid-Town Business 
Club, of which he is president. In De- 
cember he was honored by the office and 
field force on his 65th birthday and 42nd 
anniversary in the insurance business. 





Harold G. Saul, Los Angeles general 
agent of the John Hancock Mutual Life 
accompanied by his family, is spending 
the holiday season in Boston, Mass. Mr. 
Saul is visiting the home office. 





The largest Christmas party in Los 
Angeles insurance offices was held by 
the Pacific Mutual Life, it being a 
luncheon for officers and employes, 
more than 850 attending, including 
President Kemp. Entertainment in- 
cluded a program of Christmas carols. 
President Kemp was presented a 
gigantic Christmas card by the members 
of the president’s council, composed of 
department heads. 





A. C. Crowder, Jr., Alabama manager 
Prudential, announced his engagement 
to Miss Mary Hiden, Birmingham, the 
marriage to occur Jan. 26. He is a son 
of the late A. C. Crowder, who for 30 
years was Alabama-Mississippi man- 
ager of the Prudential. 





M. S. Long, assistant treasurer of the 
Reliance Life has completed a visit to 


the Texas agencies at Fort Worth, 
Dallas, Austin, San Antonio, and Hous- 
ton. 





President Edward B. Raub, Indian- 
apolis Life, was the guest of San An- 
tonio, Tex., friends on a deer hunt. 





J. B. Young, Indianapolis Life 
medical examiner visited Fort Worth, 
Dallas, San Antonio and Houston. 





Saul Vortrefflich, assistant manager E. 
N. Van Vliet ordinary agency Prudential 
in Newark, who has been ill for several 
months, is slowly recovering but will be 
confined to his home for another month. 
He has been assistant manager of the 
Newark agency since 1928, active in re- 
cruiting and supervising, and also a large 
personal producer. 

The Community Chest of Springfield, 
Mass., has elected Chester O. Fischer, 
Massachusetts Mutual vice-president, as 
a trustee, for a three-year term. Hav- 
ing served in similar official capacities 
many times when he lived in Peoria, 
Ill., and more recently in St. Louis, Mr. 


Fischer is experienced in Community 
Chest work. 





Employes of the Northwestern Mu- 
tual Life home office in Milwaukee re- 
cently organized a chorus of 60° male 
voices, under direction of Silas Boyd. 
While the 1,600 employes were holding 
departmental Christmas celebrations 
Dec. 23, the chorus sang Christmas 
carols throughout the home office. 





W. E. Hays, formerly of Los Angeles, 
who is now director of agencies New 
England Mutual Life, will pay his first 
official visit to his old stamping ground 
at a regional conference there of the 
Hays & Bradstreet and A. E. Payton 
general agencies Jan. 23-24. He will 
leave for Houston, Tex., to hold the last 
of the regional meetings on the present 
trip. Since leaving the home office he 
has held these meetings throughout the 
east and middle west, and conducted 
agency meetings at Portland, Seattle, 
San Francisco and Oakland. 


S. F. Westbrook, Aetna Life vice- 
president, was elected permanent head 
of the central committee of the Con- 
necticut Housing Authorities. The com- 
mittee is composed of delegates of the 
six municipal housing authorities of the 
state. 








Harry L. Seay, former president 
Southland Life, now chairman finance 
committee, has been elected president of 
the Texas state fair, the biggest annual 
exposition in the southwest. 





C. A. Craig, chairman of the board of 
directors of the National Life & Acci- 
dent, has been named a member of the 
Tennessee committee for sponsoring the 
annual President’ Ball in January. 





The National Life & Accident, using 
the facilities of Station WSM (We 
Shield Millions) staged its annual 
Christmas Radio Party. 





Jerome A. Young, assistant secretary 
of Monarch Life of Springfield, Mass., 
was honored by the Springfield Adver- 
tising Club. He was presented with a 
rare etching of William Pynchon, 
founder of Springfield, as recognition 
for distinguished services to the club 
and to the community. Each year the 
club recognizes two citizens of the com- 
munity in its awards. Mr. Young has 
charge of the advertising of Monarch 
Life. The sales material advertising 
used by the field force of the Monarch 
has often received high ratings in ad- 
vertising exhibits. 





Agents of the Continental Casualty 
and Continental Assurance Company 1n 
Baltimore held a Christmas party. Har- 
low Brown, vice-president, attended 
from New York and gave a talk, and 





R. F. Frazier, district manager, presided. 
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NEWS OF THE COMPANIES 





Takes Southwest Field 
for North American 


Vernor F. Larson, director of agen- 
cies North American Life in St. Louis 
territory for four years, is being trans- 
ferred to Kansas City in charge of agen- 
cies in the southwest. He will direct 
operations in Missouri, Kansas, Colo- 


VERNOR F. LARSON 


rado and southern Illinois, and superin- 


tend collections in Oklahoma and Texas. 


Texas. 

Harry A. Curtis of Topeka, Kansas 
manager for some 15 years, is being 
transferred to the Kansas City office in 
the Rialto building, which is being en- 
larged. He is closing the Topeka office 
but will continue in charge of Kansas, 
associated with Mr. Larson. 

The change is due to death recently of 
Freeman Alford, who was in charge of 
Kansas City territory for many years. 

Mr. Larson has been connected with 
the North American since early in 1934 
at St. Louis, in charge of the field. 
Formerly he was secretary of the Cen- 
tral States Life of St. Louis in charge 
of agencies. He started with that com- 
pany as an agent in Colorado, becoming 
Colorado manager and in all was with 
the company more than 23 years. He is 
a graduate of the Sales Research Bu- 
reau seminar. 


General Mutual Life Agency 
Superintendent Resigns 


C. E. Lindemann, superintendent of 
agents of General Mutual Life of Van 
Wert, O., has resigned. A successor 
has not been appointed. Mr. Linde- 
mann was formerly located in Chicago 
and was the agency head of Globe Life 
for a time and before that of Reliance 
Mutual Life. 


Aetna Life Employes’ Bonus 


Some 6,600 home and branch office 
employes of the Aetna Life affiliated 
Companies will share in the $500,000 
bonus by company directors. Employes 
will get half a month salary. 


Observes 70th Anniversary 


The Mutual Life of Canada is cele- 
brating its 70th anniversary. From $500,- 
000 insurance in force in 1869 the com- 
fond has grown to over $550,500,000 in 
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Merriman Scranton Life Director 


Robert Merriman, vice-president and 
actuary of Scranton Life, has been 








| elected a director of his company to fill 
‘a vacancy. 





Kruse Leaves Occidental 


J. Roy Kruse, division manager of the 
Occidental Life of Los Angeles in Chi- 
cago for the last eight month, resigned 
and went to the home office to confer 
with officials about the Chicago setup. 
j. T. Du Moe, field assistant at Daven- 
port, Ia., is being transferred to Chicago 
to be in charge temporarily. Mr. Kruse 
formerly was stationed at Kansas City 
with the Occidental and also had consid- 
erable experience with that company on 
the west coast. It is understood Mr. 
Kruse as of Jan. 1 is leaving the Occi- 
dental’s service due to having made an- 
other connection. 


Church Life Good Investment 


Church Life of New York has assets 
of about $4,900,000, according to the re- 
port of the president of the Church Pen- 
sion Fund to the trustees. The original 
investment of Church Pension Fund of 
$155,000 in creating Church Life in 1922 
is now worth more than $1,100,000, and 
the fund has received a generous return 
on its original investment right along. 
During the year Church Life developed 
a plan for pensioning of lay employes of 
the church “which is meeting with rea- 
sonable success.” The Church Life has 
$23,600,000 insurance in force and has 
issued annuity contracts calling for $320,- 
000 per year to be paid to annuitants. 





Service Life Buys 7-Story Home 


OMAHA—Service Life of Omaha has 
purchased the seven story Union State 
Bank building at 19th & Farnam streets 
here. The head office of Service Life 
will be moved to the new building as 
soon as it can be done without incon- 
venience to present tenants. 

Service Life has been occupying its 
own home office structure since 1934. 
This is an attractive air conditioned two- 
story building at 18th & Farnam streets. 
It was formerly known as the Wead 
building. The consideration paid by 
Service Life for its new building is re- 
ported as more than $600,000. 

John A. Farber is president of Serv- 
ice Life. 


Shackelford Makes Change 


H. L. Shackelford, formerly general 
agent at Mobile, Ala., for the Atlantic 
Life has been appointed district man- 
ager in Mobile territory by the Mutual 
3enefit. The Atlantic Life recently 
withdrew agency representation from 


NEW YORK 


EISENDRATH ELECTED 


J. M. Ejisendrath, manager Guardian 
Life, was elected president of the Mid- 
town Managers Association of New 
York City at its annual meeting. Other 
officers are R. L. Campbell, New York 
Life, vice-president, and P. B. Holmes, 
Connecticut General, secrets~y-treas- 
urer. The meeting was also the asso- 
ciation’s Christmas party. 


BROOKLYN SUPERVISORS’ 


The Brooklyn Life Supervisors Asso- 
ciation held its Christmas party at the 
Hotel Bossert, Brooklyn. A _ feature 
was a‘grab-bag from which the mem- 
bers drew Christmas surprise packages. 
The real or alleged appropriateness of 
some of these occasioned much laughter. 




















Two Former General Agents Sue 


MINNEAPOLIS—Slated to come up 
for hearing in federal court here Jan. 9 
is action brought by Leslie Williams, 
former general agent in Minneapolis, 
against Pacific Mutual, charging breach 





of contract by the company in cancell- 
ing his agency. A similar action is 
pending in federal court at St. Paul, the 
plaintiff being R. G. Dillon, former gen- 
eral agent there. 





Hempel, St. Paul Veteran, Dies 


ST. PAUL—E. A. Hempel, for 30 
years general agent in St. Paul for 
North American Life & Casualty, died 
at the age of 78. He had not been 
active the past year because of poor 
health. 


Bruce Opens in St. Louis 


C. R. Bruce opened an agency of the 
Security Mutual Life of Lincoln, Neb., 
in St. Louis. He has had experience in 
life insurance work since he was 16 
years of age, working up in a St. Louis 
general agency through the office to 
office manager and field superintendent. 
He became associated with Eugene B. 
Stinde, a million dollar producer, pre- 
paring programs and analyzing estates. 
He also has done considerable super- 
visory work. His personal production 
has been sizable. 
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PIERCE HAS DISABILITY SCHOOL 
The Massachusetts Indemnity branch 


office in Chicago, which for several 
years has been in 111 West Washington 
street, will move Jan. 15 into much 


larger quarters in 10 South La Salle 
street. The change was made neces- 
sary by continued growth. A disability 
school for life insurance agents and 
brokers will be conducted Jan. 4-6. Ar- 
thur D. Dozois, supervising general 
agent at Albany, N. Y., is in charge and 
Vice-president J. McDonough will 
go from the home office. The story of 
the growth of disability coverage will 
be told, the Massachusetts Indemnity’s 
method of writing disability income 
protection in a separate contract ex- 
plained and the agents shown how to in- 
crease their income by pushing this cov- 
erage. More than 30 are enrolled. W. 
Welsh Pierce is Chicago manager. 





FRANK POST RECOVERS WELL 


Frank A. Post, news editor of THE 
NATIONAL UNDERWRITER and editor of the 
“Accident and Health Review,’ who 
underwent a serious abdominal operation 
in Passavant Hospital, Chicago, last 
Thursday, is making a completely satis- 
factory recovery and is now reported to 
be out of danger. He will, of course, be 
confined to the hospital for several 
weeks and it will be some time before 
he is able to get back on the job. 





SAMUEL INSULL, JR., INSURANCE MAN 

Samuel Insull, Jr., who has béen as- 
sistant to the chairman of the Common- 
wealth Edison Company of Chicago, has 
resigned to become identified with the 
W. A. Alexander & Co. agency of Chi- 
cago. Mr. Insull is one of the prominent 
young business men of the city. 





BOWMAN’S NOVEMBER RESULTS 

The Marquis Bowman agency Bank- 
ers Life of Iowa in Chicago reports its 
showing for November. Seventy-three 
new applications for $286,500 were writ- 
ten by an agency force of 12 during the 
month. This averages six and one- 
twelfth applications, $23,000 volume, per 
agent. J. H. Rowe led with eight appli- 
cations for $46,000; J. S. Smith, second, 
the same amount but with 15 applica- 
tions. 

The 12 agents delivered 71 volicies for 
$244,000 in November—averaging five 
and eleven-twelfths policies, $20,300, per 
man. 

Mr. Bowman publishes monthly re- 
sults in an informative bulletin which 
he distributes among his agents called 
“Career Building.” 





Bernard M. Marks, Chicago attorney, 
has given up his legal practice to enter 
the life insurance business, becoming as- 
sociated with the A. R. Klein Agency, 
Home Life of New York, in Chicago. 
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LIFE AGENCY CHANGES 





Named New Pacific Mutual 
Oregon General Agent 


E. A. Ellis has been appointed Oregon 
general agent for Pacific Mutual Life 
with headquarters in the Yeon building, 
Portland. V. W. Burke, who has been 





E. A. ELLIS 


acting manager at Portland, becomes 
resident manager of Willamette Valley 
at Salem, Ore. 

Mr. Ellis since graduating from 
Southern California University 10 years 
ago has been with Pacific Mutual first as 
a producer, then agency supervisor and 
for the past year as a member of the 
home office agency department. 





Orr, Prudential Manager 
at San Francisco, to Retire 


O. O. Orr, veteran of 31 years with 
the Prudential, 28 as manager of the 
ordinary agency in San Francisco, will 
retire in February. Mr. Orr started in 
the business in Los Angeles with the 
New York Life, later became manager 
of an agency for Conservative Life and 
when that company was taken over by 
Pacific Mutual he continued as agency 
manager for both companies until 1907, 
when he went to Denver as manager for 
the Prudential in that city. In 1910 he 
was transferred to San Francisco as 
manager to succeed R. S. Boyns. 
_The Orr agency is one of the largest 
life agencies in northern California and 
is considered one of the best organized 
in the west. It has been developed for 





consistency of production with Clifford 
Henderson and ‘Charles Swanson as as- 
sistant managers, both having specific 
executive and sales promotion duties 
which have been very productive. 


Carl A. Norton to Worcester 


Carl A. Norton, for the past 18 
months at Cedar Rapids, Ia., with New 
York Life as agency organizer, has been 
appointed acting agency organizer in 
Worcester, Mass., succeeding Don 
Stimpson. Before going to Cedar Rap- 
ids Mr. Norton had represented New 
York Life in Chadron, Neb. He grad- 
uated in 1937 from the Harvard graduate 
school of business. Also well known is 
his father, A. J. Norton of Chadron, a 
New York Life representative for 20 
years. A. J. Norton has produced a 
minimum of ten applications a month 
for 178 successive months and a mini- 
mum of $20,000 of business each month 
for 116 successive months. 








Johnson Named Manager 


R. J. Johnson, Washington, has been 
appointed manager of the Columbus, O., 
agency Bankers Life of Des Moines. He 
succeeds M. C. Graff, who resigned to 
become general agent of another com- 
pany at:Rockford, Ill. Mr. Johnson has 





been supervisor at Washington. Previ- 
ously, he was in charge of the Virginia 
agency. 





Carmona Resigns Acacia Post 


G. T. Carmona has resigned as man- 
ager in northern California for Acacia 
Mutual Life. H. W. Storck, home office 
agency supervisor, is in San Francisco 
arranging for the appointment of a suc- 
cessor. 





San Francisco Manager Resigns 


W. R. Rice has resigned as San Fran- 
cisco manager for Manufacturers Life, 
a position he has held about two years. 
Previously he represented West Coast 
Life at Shanghai, China. 





Newman Named Assistant 


Harris R. Newman, who led the A. 
M. Embry agency of the Equitable So- 
ciety in Kansas City in production dur- 
ing November, has been named a field 
assistant. 





Kenneth C. Bergen, local agent at Ra- 
cine, Wis., has joined the Miller Bros. 
Agency there as manager of the life, 
accident and health department. The 
Miller agency recently moved into new 
and larger quarters at 612 Wisconsin 
street in an expansion program. 

Canada Life announces appointment of 
G. C. Girard as manager of the West 
Quebec branch at St. Johns, Que. Since 
1934 Mr. Girard has been district man- 
ager there. 








LIFE SALES MEETINGS 





Hintzpeter Field Club in 
Annual Convention 


Large production in November and 
December was reported to H. C. Hintz- 
peter, manager Mutual Life of New 
York, Chicago, at a dinner celebrating 
his return to active duty after a period 
of illness in which he underwent an 
operation. In his absence his sons, E. 
C. and E. D., directed operations so 
well that some $5,000,000 of business 
was submitted in the two months. Mr. 
Hintzpeter was presented by the agents 
a solid gold Longines wrist watch suit- 
ably inscribed. The dinner wound up 
an all-day agency convention of the 
Hintzpeter Field Club with E. A. Hart- 
man, club president, presiding. Mr. 
Hartman also was chairman at the din- 
ner. Manager Hintzpeter in a talk at 
the dinner said iauch life insurance will 
be sold in 1939. The SEC investigation 
of fake organizations will do more than 
anything else to help life insurance, he 
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said. A good bond is good because the 
commission for its sale is only about 
one-quarter of 1 percent, Mr. Hintzpeter 
commented. Thus practically all of the 
principal remains intact to work at in- 
terest. If 15 or 25 percent of the prin- 
cipal of a savings plan never gets into 
the institution, he said, the plan will not 
work out.’ He feels the SEC activities 
will go far to make distinctions in favor 
of the life insurance method in which 
practically all of the insurance savings 
is conservatively invested so there is 
an interest return. 

E. C. Hintzpeter was master of cere- 
monies. Mr. Hartman speaking on the 
Field Club, noted there are 92 mem- 
bers. N. H. Weiss, past club president 
and agency leader for many years, who 
has been with the Mutual Life 23 years, 
gave a talk on “Our Idea,” commenting 
this was the 13th consecutive time he 
had addressed the Hintzpeter banquet. 





Fox Agency in One Day Meet 


APPLETON, WIS.—Agents of the 
M. G. Fox agency here for the Central 
Life of Iowa from surrounding cities 
attended a one-day meeting, concluding 
with a dinner and Christmas party to 
which wives of agents were invited. E. 
H. Mulock, president, and Peter Hon- 
dorph, vice-president and superintendent 
of agencies, spoke. 





DuBose Agency Is Leader 


F. W. DuBose, Milwaukee general 
agency Old Line Life of America, was 
host at a dinner and entertainment for 
members of his agency and their ladies, 
as well as company officials, to celebrate 
winning top production honors among 
the agencies in 1938. The agency also 
won in 1937. 


Agents Enjoy Ski Holiday 

It is not everywhere agents of life 
companies attending an annual meeting, 
can have included, on the program of 
events, skiing and sledding. Such, how- 
ever, was the experience of 40 or more 
agents of the Pacific Mutual Life, from 
Utah, Idaho, Nevada and Wyoming, at- 
tending a two-day convention in Salt 
Like City. The sport idea originated 
with General Agent Hazen Exeter, who 
provided skiis, sleds and first aid kits. 
It took place at a mountain resort near 
the city. The high point of the meet- 











Plans Massachusetts Mutual 
General Agents’ Program 








Cc. W. REULING 


The Massachusetts Mutual General 
Agents Association will hold its annual 
conference at Palm Beach, Fla., Feb. 1-3. 
C. W. Reuling, co-general agent at 
Peoria, Ill., heads the committee plan- 
ning the program, which will feature re- 
cruiting and training. 








ing was when several agents tried to go 
through the revolving door of the hotel 
with their skiis on. Mr. Exeter reported 
business of the agency 150 to 200 per- 
cent over last year. Twenty agents re- 
ceived awards for outstanding produc- 
tion. 


Hogue at San Antonio 


A. W. Hogue, Dallas, agency manager 
for the Business Men’s Assurance, held 
a one-day meeting at San Antonio, Tex., 
with the O. B. Krezdorn agency. He 
outlined plans for the coming year. 








Russell L. Law, Baltimore general 
agent for the Northwestern Mutual Life, 
has leased the first floor of the Gillet 
building for a new Office. 


INDUSTRIALS 


John Hancock Starts Series 
of Industrial Conferences 


BOSTON—Vice-Presidents Elbert H. 
Brock and Paul F. Clark of the John 
Hancock Mutual Life inaugurated a 
series of five weekly conferences with 
managers and assistant managers of in- 
dustrial offices in Massachusetts and 
Rhode Island at the home office. Other 
group sessions will be started until the 
whole field has been covered. 

Vice-President Clark made his first 
appearance before the managers since 
being elected vice-president and was 
given a warm reception. He discussed 
agency problems at some length, Vice- 
President Brock presided. Superinten- 
dent of Agencies J. W. Messenger also 
spoke and Arthur Dalsel, connected with 
the Boston general agency, discussed 
sales plans. 











Hearings are Postponed by 
Labor Relations Board 


MILWAUKEE—The Wisconsin state 
labor relations board postponed until 
early in January hearings on charges © 
the International Union of Life Insur- 
ance Agents against the Metropolitan 
and John Hancock of unfair labor prac- 


tices by refusal to bargain with ye 
union as representatives of industria 
Racine, 


agents employed in Milwaukee, 4 
Kenosha and La Crosse, Wis. The boar 





4 
2 
F 
= 


nce ane 2 RES 





super 
Peoriz 
annua’ 
Mann: 
charge 


Berts 

. R. | 
visor { 
spoke 
Driscc 











s 
4 
Ms 









December 30, 1938 





LIFE INSURANCE EDITION 





15 











recently heard charges against the 
Prudential, as noted,’ but has not an- 
nounced decision. The International 
union, an independent labor organization 
not affiliated with either the American 
Federation of Labor or CIO, claims 
majority membership among industrial 
agents of the three companies in the four 
Wisconsin cities. 

Walter Stein was elected president of 
Local 2 of the union at Kenosha, suc- 
ceeding Clyde Roemer. Other new offi- 
cers named are Chester Hollenbeck, vice- 
president; Martin Antaramian, recording 
secretary; Stacey Dietmar, financial sec- 
retary; Otto Stoebig, treasurer; C. 
Roger Hubbard, member international 
executive board, and Harry Hammel, 
sergeant-at-arms. The Kenosha local is 
scheduled to be host to the second an- 
nual convention of the International next 
June. The union is composed of indus- 
trial life agents in Milwaukee, Racine, 
Kenosha and La Crosse. Joseph Simon, 
Milwaukee is international president. 


Carson, Dyson in Change 
WHEELING, W. VA.—R. E. Carson 
has resumed his place as district man- 
ager of Equitable Life of Washington, 
D. C., after two years at the home of- 
fice. M. E. Dyson, manager in Fair- 
mount, W. Va., for 19 years, has been 


transferred to Washington, D. C., 
where he started in the business 33 
years ago. 


New Pay-Check Policies 


Home Life of Philadelphia has issued 
two new policies, known as pay-check 
special and pay-check junior. These pol- 
icies will be issued at special weekly pre- 
miums to qualified applicants from ages 
18-55 who are the principal support of 
the family. 

Pay-check special provides an initial 
lump sum payment of $500 and a weekly 
income of $10 for 52 weeks. Pay-check 
junior provides a weekly income from a 
minimum of $5 to a maximum of $25, 
payable in units of $5 for a period of 
either 26 or 52 weeks. Pay-check junior 
will not be issued unless the applicant 
has a sufficient amount of lump insur- 
ance. 


Eureka-Maryland Veteran Dies 


S. C. Hartman, who had been an im- 
portant factor in the field organization 
of Eureka-Maryland Assurance since 
1923, died recently at the age of 63. He 
served as general agent at Wilkes- 
Barre, Pa., until 1930, when he had a 
stroke. At that time his son, Edward 
V. Hartman, became general agent 
there. S. C. Hartman made a recovery 
and was appointed supervisor for Penn- 
sylvania. He served until last April, 
when he was again stricken and was 
retired on pension. He was much inter- 
ested in politics and held public office in 
years gone by. 


Smith at Peoria, Ill, Party 


E. H. Smith of New York, agency 
supervisor, was principal guest of the 
Peoria office of the Metropolitan at its 
annual Christmas dinner-dance. 
Manning, agency manager, 
charge, 


Bertsch Speaks to Driscoll Men 

R. M. Bertsch, Chicago, field super- 
visor for the John Hancock Mutual Life, 
spoke at a dinner meeting of the Leo J. 
Driscoll agency in St. Paul. 


was in 





Edward W. Bell, assistant underwriter 
for the industrial department of the 
American National at Galveston, has 
been elected commander of the Knights 
Templar there. 


Convention Book Issued 


The “Insurance Advocate’ of New 
York has published the new “Conven- 
tion Year Book,” which contains a se- 
lection of the best papers on life in- 
surance topics given at conventions dur- 
ing the year. This is the 18th edition of 
the book. It runs to 400 pages, contains 
45 papers and includes an index of 
topics, 





NEWS OF LIFE 


ASSOCIATIONS 





Chicago Association Moves 
To La Salle Hotel 


The Chicago Association of Life Un- 
derwriters moved this week to new 
offices in the La Salle hotel, the suite 
being 1811. President C. B. Stumes 
stated the move was made because of a 
desire to be closer to the center of ac- 
tivity of life insurance offices. The new 
location is within a radius of three 
blocks of most of the general agency 
offices in the city. 

The Sherman hotel quarters had been 
occupied nearly five years. They were 
arranged by the late Walt Tower, man- 
aging director, and proved a great im- 
provement over the former small office 
in an office building. The La Salle ho- 
tel suite is much more commodious, evi- 
dencing the continued growth which the 
association has made in recent years, 
climaxing with taking the country-wide 
membership lead with 1,657 members at 
the Houston meeting of the National as- 
sociation. The telephone number is un- 
changed State 5324. 


Forming State Round Table 


SAN FRANCISCO—The “quarter 
million dollar round table” organized 
last year will be the basis for a state- 
wide “quarter million round table,” 
President J. V. Hines of the California 
association, announced. A. K. Deutsch, 
associate general agent State Mutual, 
member Million Dollar Round Table 
and organizer San Francisco group, was 
drafted by Mr. Hines to head a special 
committee which will form the state as- 
sociation’s round table. 


Canadian Meeting Jan. 20 


TORONTO—tThe annual meeting of 
the Life Underwriters’ Association of 
Canada will be held at the Royal York 
Hotel in Toronto on Jan. 20. 


Manhattan and Junction City, Kan.— 
Clayton Mammel, home office general 
agent of the Farmers & Bankers, spoke 
at a joint meeting at Manhattan on “In- 
dividual and Professional Ideals and 
Community Builders.” 


Cherokee, Ia.—E. O. Bierbaum reported 
on a recent insurance session he attended 
in Sioux City, outlining insurance prob- 
lems discussed. 


Marshalltown, Ia.— At a _ luncheon 
meeting there were reports on the recent 
commissioners’ meeting in Des Moines. 
Sherwood Bell, president, was in charge. 


San Angelo, Tex.—Rev. K. P. Barton 
emphasized the responsibility of the life 
insurance agents with regard to dissemi- 
nating correct information on services 
of life insurance. Life insurance is 
bought for the love of someone to meet 
a sacred obligation as well as to create 
peace of mind, he said. With A. L. Mc- 
Murtey, vice-president, presiding, the ob- 
jectives of the ensuing year were out- 
lined. J. E. Yates, past president, told 
of the formation of plans for the con- 
vention of the Texas association. 


Corpus Christi, Tex.—A. F. Ashford, 
president Western Reserve Life of San 
Angelo, spoke on “The Public Speaks.” 
The results from questionaires showed 
that life insurance men should “sell in- 
terviews, identifying the problems which 
life insurance solves as those of the pros- 
pect,” he stated. More people have 
“peeves against life insurance agents 
than against companies.” People wish 
to be sold monthly income policies. He 
stressed the thought that agents of the 
future should be selected carefully and 
trained. 


Florence, Ala.—Report on the Houston 
convention of the National association 
was given by H. J. Baum, Birmingham, 
president Alabama association, at a 
banquet-meeting here. F. S. Chisholm, 





secretary state association, spoke on 


“The Ethics of the Association”; Furniss 
Lee, chairman state legislative commit- 
tee, F. M. Drake, former president Bir- 
mingham association, and L. M. Bar- 
geron, president Birmingham Life Mana- 
gers’ Association, also spoke. 


Raleigh, N. C.—Lee Parker, Penn Mu- 
tual, has taken office as president of 
the Raleigh association succeeding 
Adrian Morris who has moved to Tar- 
boro, N. C. 


Southeast Iowa—“The Fallacy of Feel- 
ing Sorry” was discussed by B. P. Brag- 
don, field manager Minnesota Mutual, at 
the monthly meeting in Burlington, Ia. 
He substituted for H. J. Cummings, vice- 
president and superintendent of agencies 
Minnesota Mutual, who was unable to at- 
tend because of illness. President Hird, 
Secretary Mundinger and Ray Schmidt, 
Davenport, general agent Minnesota Mu- 
tual, also spoke. The January meeting 
will be sponsored by the Prudential. 


Fort Dodge, Ia.—James Rutherford, 
president state association, spoke at the 
monthly meeting. He said the agent 
was the original public relations man. 
Phil Orchard, Sioux City, state associa- 
tion vice-president, was a guest. Fort 
Dodge, Webster City, Algona and Hum- 
bole association members attended. 


Springfield, Mass.—A demonstration of 
programing methods was given by Al- 
fred H. Hiatt, Jr.. and Theodore Snow 
of the Aetna Life home office. Roswell 
Cc. Lamb, general agent Monarch and 
past president of the state association, 
was named national committeeman to 
succeed Roderick Pirnie, who has re- 
moved to Providence. Louis E. Keyes 
of the National Life will serve out Mr. 
Laub’s.term as director. 


New Jersey—Directors of the New 
Jersey state association, of which H. C. 
Lawrence is president, appointed S. J. 
Foosaner counsel. He is a well known 
attorney of northern New Jersey, gradu- 
ate of the Wharton School and of the 





Newark University law school. He has 
practiced law since 1935. The associa- 
tion is active now, especially in building 
up membership of the Trenton associa- 
tion. The Atlantic City association also 
has increased membership. Plans are 
under way to form an association in 
Monmouth county and a meeting is be- 
ing arranged to be held soon in Asbury 
Park. The Camden association, dissolved 
a few years ago, may be revived. It is 
possible associations may be formed in 
all large counties and small counties 
will be combined for such organizations. 


Birmingham, Ala.—H. J. Johnson, 
president National association, and Paul 
C. Sanborn, president Million Dollar 
Round Table, will speak at the annual 
sales congress Jan. 26. 


Cowley County, Kan.—The annual 
ladies’ night was held in Arkansas City. 
The next meeting will be Jan. 19. Officers 
recently elected are John B. Morris, 
John Hancock, Arkansas City, president; 
L. W. Waggoner, Metropolitan, Arkansas 
City, vice-president; Charles Kaster, 
Massachusetts Mutual, Winfield, secre- 
tary-treasurer, and M. R. Blecha, Metro- 
politan, Arkansas City, membership 
chairman. 


Chattanooga.—M. L. Mousette of the 
Metropolitan at Nashville, president 
Tennessee association, discussed “The 
Value of Association Membership” at the 
December meeting. R. T. Smith, Metro- 
politan, is membership chairman. G. W. 
Johnson, Metropolitan district manager, 
introduced Mr. Mousette. B. H. Odom, 
general agent Phoenix Mutual, member- 
ship chairman state association, spoke 
briefly. President David A. Park, New 
England Mutual, wielded the gavel. 


Memphis, Tenn.—Support was pledged 
to an accident prevention campaign. 
Hubert Greaves, consultant for the 
Massachusetts Mutual Life, spoke, “Cour- 
tesy is the backbone of safe, sane driv- 
ing and walking as well,” he said. 


Atlanta—The monthly dinner meeting 
Was addressed by Farress Fischer, Mu- 
tual Life, spoke on “Motivation.” Twelve 
past presidents were honor guests. Presi- 
dent G. W. Butler presided. 
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Omaha W.O.W. Camp Elects 
Bumpas As New Chief 


OMAHA—E. L. Bumpas was elected 
consul-commander of Seymour Camp 
No. 16 Woodmen of the World at the 
annual meeting, succeeding Dr. H. B. 
Kennedy. Other officers of the largest 
Woodmen camp in the country are: R. 


M. Miller, adviser lieutenant; R. 
Baliman, banker; Theodore Veat, es- 
cort; E. C. Peatling, watchman; A. E. 


Ashmore, sentry; M. C. Andersen, on 
board of auditors for three-year term. 

The Rail-Splitter Camp of Lincoln, 
Neb., aided in initiation of 85 candidates, 
Woodmen officials present including W. 
E. Solomon, Iowa state manager; C. E. 
Burmester, Nebraska state manager; Dr. 
C. J. Koerth, superintendent Woodmen 
tuberculosis hospital, San Antonio, Tex.; 
Rainey T. Wells, general attorney, and 
J. M. Sturdevant, assistant attorney. 





Society Is Absorbed 


MADISON, WIS. — Commissioner 
Mortensen issued an order permitting 
the Sons of Norway, Minnesota society, 
to absorb the grand lodge of the Order 
of Knights of the White Cross, West 
Allis, Wis. The merger followed hear- 
ing for approval of modification of a 
contract for consolidation and reinsur- 
ance. The White Cross has $110,000 
insurance in force. T. M. Holberg is 
secretary. The Sons of Norway has 
$10,000,000 in force. 





Society Changes Its Title 


Title of the Bohemian Roman Cath- 
olic Women’s Central Union was 
changed to Czech Catholic Union at the 
general convention held in Cicero, III. 
Mrs. Marie L. Kral is president. Officers 
elected in addition to Mrs. Kral, who 
was reelected, include: Grand chaplain, 





honorary chaplain, 
Msgr. Peter Cerveny; vice-president, 
Terezie Dvorak; secretary, Anna Ve- 
verka; treasurer, Alzbeta Souhrada; di- 


Dr.. E. J. Zizka; 





rectors—Marie Janda, Barbara Mik, 

Katerina Matcha, C. J. Hronek. 

Gets Canadian License 
TORONTO —The Dominion insur- 


ance department has licensed the Ukran- 
ian National Association to write life 
insurance. The main office is in Wind- 
sor. 





Three Generations in Post 


Thomas R. Heaney, Jr., son of the 
secretary of the Catholic Order of For- 
esters, Chicago, recently was installed 
as chief ranger of Holy Family Court 
No. 1 at Chicago. Secretary Heaney is 
a son of the late Michael Heaney, one 
of the 42 men who founded C.O.O.F. in 
1883. Three generations of the Heaney 
family have served as high chief ranger 
of the court, Michael, then Thomas, Sr., 
and now his son. 





Society Claims Start in 1853 


Although the fraternal benefit system 
is credited with having been started Oct. 
27, 1868, with organization of the first 
unit of the A.O.U.W. at Meadville, Pa., 
by John Jordan Upchurch, the Junior 
Order United American Mechanics takes 
credit for having come into being more 
than 15 years previously, or May 17, 


1853. On that date it was founded as 
a military patriotic order. Later the 
funeral benefit department was de- 


veloped, life insurance being made avail- 
able Nov. 1, 1899. Prior to that an or- 
phans home was established at Tiffin, 
O., in 1896 and later another unit at 
Lexington, S. C 





1938 


Has 1938 treated you right? 
Has your existing associa- 
tion opened a bright future 
for you? Were you per- 
fectly satisfied? 


The Maccabees 
Detroit, Michigan 





Field Men: 


1939 


Tue Maccasees can make 
this your best year. If you 
are a good, alert salesman, 
we will offer you the bene- 
fits of a sympathetic Home 
Office, liberal commissions 
and the most progressive 
plans of protection. 
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Mr. X or the average current age of 
Mey.” 

Granting generous non-forfeiture val- 
ues is proper, Mr. Jackson said. How- 
ever, he declared, “the fact that these 
cash values have come to be related 
rather intimately in the public mind 
with what would be the individual re- 
serve on a particular policy, if a partic- 
ular policy could without talking non- 
sense be spoken of as having an indi- 
vidual reserve, is highly unfortunate.” 

A basis for the computation of total 
net reserves on outstanding promises is 
a necessity, he declared. For this pur- 
pose the American experience table of 
mortality with interest at 3 percent still 
stands up satisfactorily. Most of the 
criticism directed against this table is 
theoretical rather than practical, he ob- 
served. The vigilance of insurance 
partments and the competition in 
field can be depended upon to give 
policyholders a square deal. 

Mr. Jackson declared that no cash sur- 
render values should be granted that in 
times of stress can cause a drain on the 
basic strength of the company or put a 
burden on_ promisors carrying their 
promises through for the benefit of 
promisors breaking their promises in the 
middle. 

Enough should be charged for policy 
loans so that the borrower shall not 
enjoy an advantage over those ‘ ‘resist- 
ing that subtle temptation.” He voiced 
the opinion that 6 percent is a proper 
basis and he said that possibly legisla- 
tors may return to that figure in time. 


the 
the 


Dividend Minor Feature 


The dividend, he said, is but a minor 
feature of participating insurance, The 
basic promise is of paramount impor- 
tance. “Allot as generous dividends as 
may be consistent with a broad view of 
current conditions and on as equitable a 
basis as the complicated nature of the 
problem involved will permit—certainly, 
the American invention of the contribu- 
tion method of distribution marks the 
most logical approach to such equity 
thus far suggested by actuarial science. 

“Until life insurance critics can show 
that democracy should be abolished, that 
opportunity to leave an estate should be 
denied the individual and that insurance 
companies have ill performed the basic 
promise entered into,” Mr. Jackson said, 
“most of their criticisms can be disre- 
garded as constituting (as so many of 
them on their faith proclaim themselves 
to be) little more than the vociferous- 
ness of ignorance, malice and a despic- 
able type of self seeking intended to un- 
settle the confidence of ill-informed 
policy owners in the valuable promises 
they have bought.” 

F. J. Travers, second vice-president of 
Lincoln National Life in charge of 
mortgage loans, in a paper on invest- 
ment problems, declared that life com- 
panies having 96 percent of total assets 
of the industry, came through the recent 
depression in solvent condition. The 
record of stewardship over nearly a cen- 
tury, he observed, stands excellent com- 
parison with that of other efforts to con- 
serve capital. 

The investment task ahead for life in- 
surance is even more challenging, he 
declared. The volume of funds to be 
invested and reinvested continues to 
grow. The prevailing low interest rates 
available from new investments and the 
capital hazard in long maturity corporate 
bonds having unsatisfactory repayment 
terms offer additional problems. 

The companies, he said, have been 
able to earn about 314 percent on funds 
already invested. This-return is being 
slowly reduced. Proceeds of maturing 
and called bonds together with renewal 
premiums are invested at existing low 
interest rate. The interest rate assumed 
in new policy contracts should be deter- 


de-’ 





mined from the yield available on new 
investments rather than the average rate 
of interest on funds invested over past 
years. Allowance should be made for 
the effect of some capital losses despite 
the usual careful selection and super- 
vision. 

The probability of capital losses, he 
observed, increases as bond maturities 
are deferred. Railroad equipment trust 
financing has consistently emphasized 
complete debt repayment within a rea- 
sonable period. Its record far surpasses 
that of railroad mortgage bonds, many 
of which were issued 40 years ago with- 
out provision for partial retirement each 
year. Most water and other bonds is- 
sued by municipalities are designed for 
complete debt retirements within a rea- 
sonable period. Investors, he _ said, 
should urge state and federal regulatory 
commissions to allow sufficient earnings 
to cover both interest and substantial 
yearly debt retirement. 

L. S. Morrison of the Sales Research 
Bureau said that agency operations dur- 
ing the past few years have been com- 
plicated by the necessity of adapting 
methods to a period of stationary sales 
that were employed in the period of 
optimism and expansion prior to 1930. 
He pointed out that from 1880 to 1930 
there was an annual average increase in 
sales, ordinary exclusive of group, of 8.8 
percent whereas from 1931 to the pres- 
ent sales has been practically constant. 

The medium sized agency in a group 
of 26 larger companies produces less 
than $1,500,000 annually, according to 
Mr. Morrison. That indicates that dur- 
ing a period of small rate of growth 
there must be less attention paid to 
functions relating to growth and more 
to functions that encourage maintenance 
of existing business and efficiency of op- 
eration. 

Mr. Morrison said more emphasis 
should be placed on conservation, the 
continued success and development of 
old agents, the net result, rather than 
the gross result, and less emphasis upon 
recruiting. Emphasis should be given 
to changes in agents’ compensation that 
would enable them to function efficiently 
under these conditions, he declared. 

The lapse survey of the Research Bu- 
reau shows that persistency of first and 
second year business was more favorable 
in 1937 than in any year since 1925 but 
much remains to be done to improve 
persistency. 
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@ Total Membership 133,030 
Total Protection $107,781,336 


Written in 1937 13,041,835 
Benefits Paid in 
WOOP she 1,643,312 


Benefits Paid 
since Organi- 
zation in 1895 38,799,018 
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Mamie E. Long, Secretary 
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POLICIES 


(CONTINUED FROM PAGE 8) 


premium life and annuity business. The 
m aximum premium that will be accepted 
in connection with single premium life 
and endowment policies or single pre- 
mium life and endowment policies or 
single premium annuities on any one life 
is $10,000. From ages 0-14 the limit of 
issue on single premium life or endow- 
ment plans is $7,500. In amount, the 
limit of issue on single premium life or 
endowment plans from ages 0-14 is 
$7,500; from ages 15-19 it is $10,000, and 
ages 20- 50 it is $25,000. 


New York Life Dividends, 
Term Rates Shown 


The New York Life has published its 
dividend scale for 1939, this showing an 
overall increase of about 5 percent. The 
distribution will be $42,500,000, as 
against, $40,4000,000 in 1938. 

The new dividend scale on several 
more popular forms is: 








Ordinary Life 






, 7. 2s 
5 Be Ba Ba ge 
B Sh Sh Sm oF 
Ss CS O16 So os 
Ain Bea ae | aig 
54 ; 94.58 149.30 186.84 
5.2 2 i ‘64 188.59 
; ; 190.52 
3 : ; 
9. 
15.07 152.00 252.98 371.53 477.01 


20-Payment Life 


111.99 by 78 219.62 


205.16 259.46 
207.12 261.96 
209.15 264.55 





243.47 308.47 
248.35 314.70 


310.47 395.48 


212.87 320.21 408.33 








20-Year Endowment 





Four new term policies recently were 
announced—5, 10, 15 and 20 years. The 
annual rates for these are: 


Convertible Term Rates 





Ag 5 10 15 20 
AO cesses $10.23 $10.40 $10.61 $10.85 
Be a vecds 10.30 10.48 10.70 10.97 
1 Se Se 10.37 10.56 10.80 11.10 
Bee Sowa ns 10.44 10.65 10.91 11.23 
24 10.52 10.75 11.03 11.38 
25 10.61 10.85 11.15 11.54 
26 10.70 10.96 11.29 11.72 
27 10.80 11.08 11.45 11.92 
28 10.91 11.21 11.61 12.13 
29 11.02 11.36 11.79 12.37 
ON a aeie ae 11.15 11.51 11.99 12.64 
WE) wae ec 11.28 11.69 12.21 12.94 
ee 11.43 11.87 12.46 13.28 
ESE ee 11.59 12.08 12.73 13.65 
eee 11.77 12.31 13.03 14.07 
Re earn tae 11.96 12.56 13.37 14.54 
Oe eater stem 12.18 12.83 13.75 15.07 
| ES 12.42 13.14 14.18 15.66 
Daiwa e(uis 12.68 13.49 4.66 16.31 
2 EEE ES 12.96 13.87 15.20 17.05 
MO a ese 13.28 14.31 15.81 17.86 
ED wr axer sr ara 13.63 14.80 16.49 18.77 
GS scaece 14.03 15.36 17.26 19.78 
a Sa clawe 14.48 16.00 18.12 20.90 
ee 14.99 16.71 19.08 22.14 
Qe eco ee 15.57 17.52 20.16 23.51 
BGs ce xe 16.24 18.44 21.35 eee 
CL ERE 17.00 19.46 22.69 

Oe cate 17.87 20.61 24.17 

BD scdces 18.85 21.90 25.81 
CEE 19.95 23.33 27.63 

DE “sceces 21.17 24.92 eee 

Le CE 22.54 26.68 

Mee a eaee< 24.06 28.63 

of ERPS 25.75 30.78 

BO! .ackes 27.62 33.15 


Interest Factor 3 Percent 


Interest on dividends and proceeds 
left on deposit, including policies issued 
in 1938 and 1939, will be 3 percent. 

New special settlement agreements 
are now applicable to policies issued in 
1939. The company will not extend 
these to policies issued heretofore. 
These agreements are: Interest pay- 
ments to a fixed date, then instalments; 
joint annuity on two lives with periods 
certain; instalments to a first benefi- 
ciary and then to a number of second 
beneficiaries. 

Under the first, insured may elect 
proceeds left under Option 4 for either 
a fixed period of not more than 10 years 
from date of insured’s death irrespective 
of age of beneficiary, or until beneficiary 
attains specified age not greater than 
50, irrespective of number of years from 
date of death of insured. The proceeds 
will be subject to withdrawal by bene- 
ficiary in amounts of not less than 7 
percent of original proceeds, if the in- 
sured has so directed in writing. Upon 
beneficiary. surviving to the fixed date 
or specified age, the remaining proceeds 
will become payable automatically 
under options 2, 3 or 5, depending upon 
insured’s election. Any balance of pro- 
ceeds shall be payable in one sum on 
death of beneficiary or provision may 
be made for a continuance of payments 
to a second beneficiary, not extending 
for more than 30 years after insured’s 
death. 

The joint annuity settlement based on 


mortality and interest factors used in 
the 1939 settlement options, providing 
for joint annuity at death of the insured 
or at maturity of endowment or, except 
in case of single premium policies, on 
surrender of policy for cash value. 

Under the third special agreement the 
proceeds may be made payable in in- 
stalments to a first beneficiary and then 
to a number of second beneficiaries, 
share and share alike, or to the survivor 
until the fund is exhausted. If so di- 
rected, in case any second beneficiary 
dies after having reached his majority 
the share which he would have received 
had he lived will be commuted and paid 
in one sum to the beneficiary’s estate. 
This settlement applies to states per- 
mitting such arrangements, and ex- 
ciudes New York and Arizona. 





Provident Mutual in 
Policy Changes 


Important changes in the ‘“Providor” 
policy have been made by the Provi- 
dent Mutual Life. Face amount before 
maturity will be increased to $1,200 per 
$10 monthly income. Life income after 
maturity will provide for 120 months 
certain instead of 100 months as here- 
tofore. This also applies to “optional 
income to insured and_ beneficiary.” 
Cash values at maturity per $10 monthly 
income are increased. These reflect in- 
creased cost of the life annuity element 
and of greater number of instalments 
certain guaranteed. 

New premiums, non-forfeiture values 
and illustrative net costs are shown. 
There is a slight change in paid-up non- 
forfeiture provision in later policy years. 
Minimum limit will be $2,400 instead of 
$2,500 as heretofore. Maximum amount 
used is unchanged, except that for Pro- 
vidor policies maturing in 10 to 14 years, 
it will be increased to $12,000 so a 
policy for $100 monthly income can be 
obtained. 

A. new useful provision is included. 
If at maturity the guaranteed income is 
less than 104 percent of income pur- 
chased under an annuity (with similar 
provisions) using maturity value of the 
Providor as purchase price, then guar- 
anteed income would be increased auto- 
matically to equal 104 percent of such 
annuity income. 

Changes in optional methods of settle- 
ment previously were announced, sim- 
ilar to those of other companies. Op- 
tions 1, 2 and 3 are based on 2% percent 
guarantee of interest instead of 3 per- 
cent. Option 4 remains on 3 percent 
guaranteed basis during instalments cer- 
tain period, but charge for deferred an- 
nuity element will be increased. A “con- 
ditional increase in monthly instalment” 
paragraph is included in option 4. 

An important change in all optional 
methods of settlement is that payee shall 
not have right of commutation or with- 
drawal unless provided in advance in 
the option election paper. 


Other Changes Made 


Increase in premiums per $10 monthly 
retirement income has been made neces- 
sary on account of increase in cash 
value at maturity required to produce 
the income. Cash values before maturity 
per $100 yearly premium have been 
modified slightly in early policy years. 
Minimum duration of retirement life in- 
come contracts issued will be 10 years 
and elective change in retirement in- 
come can be made to take effect only 
at least 10 years after issue. Family in- 
come and final sum settlement will be 
based on guaranteed rate of 2% percent 
instead of 3 percent, as heretofore, ne- 
cessitating increase in commuted value 
of family income arrangement and in- 
crease in premiums for family income 
rider to cover additional insurance. 

Guaranteed rate of accumulating divi- 
dends left at interest remains at 3 per- 
cent. 

The special life annuity option has 
been revised to correspond to current 
life annuity rates, and liberalized so re- 
turn will be based on 104 percent of 





current annuity rates rather than 103 


percent, as heretofore. This has been 
made automatically retroactive. 

After Dec. 31 it will not be possible 
to supersede outstanding term insurance 
by either family income or “double 10” 
agreement. 

Rate sheets for insertion in the rate 
book carry net costs year by year on 
the 1939 dividend schedule. Providor 
and family income rider rates are re- 
vised. A slight decrease in cash value 
available in early years under retirement 
income contract (a retirement annuity 
type of policy) was made and change 
in monthly income available, as well as 
dividends paid on this policy. These 
changes are: 


Annual Premium Rates Per $1,000 
Fam. Fam. 


Prov. Prov. Prov. Prov. Ine. Ine. 
at60 at65 at55 at60 10 Yr. 20 Yr. 
7 Male Male Fem. Fem. Plan so 
10 «$24. or $21. as $31.50 $26.00 
15 28. 23. 37.18 30.05 
20 32:88 3728 44.65 35.21 $23. 65 $28. 91 
25 39.14 31.69 54.94 42.13 25.99 31.97 
30 47.83 37.66 69.83 51.72 29.09 36.85 
35 60.30 45.86 92.65 65.42 33.60 43.57 
40 79.37 57.64131.24 86.57 40.21 54.23 
45 111.50 75.56 _ ” 122.15 49.88 69.96 
50 iret os ‘ ‘a GHEE “axa 
55 - 164.89 83.18 
Net Costs Based on 1939 Dividend 
he 
Ordinary Life 20- “vied ae Life 
Ages 2 35 45 25 35 45 
1 $15.48 $21.01 $31.09 $25.14 $30.56 $39.45 
2 15.35 20.84 30.87 24.95 30.34 39.18 
3 15.22 20.67 30.66 24.75 30.11 38.93 
4 15.07 20.50 30.43 24.54 29.88 38.65 
5 14.93 20.36 30.18 24.33 29.68 38.35 
6 14.79 20.21 29.93 24.13 29.47 38.06 
7 14.64 20.08 29.66 23.91 29.27 37.74 
8 14.49 19.94 29.39 23.69 29.07 37.43 
9 14.33 19.79 29.10 23.46 28.85 37.11 
id 14.17 19.63 28.80 23.23 28.63 36.77 
11 14.01 19.47 28.49 23.00 28.40 36.43 
12 13.86 19.30 28.17 22.79 28.17 36.10 
13 13.71 19.11 27.84 22.58 27.93 35.77 
14 13.52 18.89 27.46 22.33 27.65 35.40 
15 13.38 18.67 27.11 22.13 27.39 35.08 
16 13.24 18.44 26.77 21.94 27.13 34.79 
17 13.12 18.23 26.46 21.77 26.91 34.56 
18 13.01 18.01 26.15 21.62 26.68 34.36 
19 12.87 17.79 25.86 21.43 26.46 34.19 
20 12.74 17.56 25.57 21.25 26.24 34.05 
Retirement Income 
$100 Annual Monthly Income Per 
End Premium 1,000 Proceeds 
of Cash Life Inst. 
¥e. Value Div. M. F. Ann Ref. 
1 $ 51.00 $1.55 45 50 $4.81 $4.51 
2 145.00 2.00 46 51 4.91 4.59 
3 241.00 2.47 47 52 5.01 67 
+ 340.00 2.95 48 53 5.12 4.75 
5 443.00 3.45 49 54 5.24 4.84 
6 548.00 3.96 50 55 5.37 4.93 
7 656.00 4.49 51 56 5.50 5.02 
8 768.00 5.03 52 57 5.63 5.12 
9 883.00 5.59 53 58 5.78 5.22 
10 §=1,002.00 6.16 54 59 5.93 5.33 
11 1,130.00 6.77 55 60 6.09 5.44 
12 =1,261.00 7.41 56 61 6.26 5.55 
13 =: 1,397.00 8.05 57 62 6.44 5.67 
14 =1,537.00 8.72 58 63 6.63 5.80 
15 =1,681.00 9.41 59 64 6.83 5.93 
16 §©1,827.00 10.12 60 65 7.05 6.07 
17 1,978.00 10.85 61 66 7.27 6.22 
18 2,133.00 11.61 62 67 7.51 6.38 
19 2,293.00 12.38 63 68 7.76 6.54 
20 2,458.00 13.18 64 69 8.03 6.71 
65 70 8.32 6.88 





Volunteer State New Rates 


New premiums for the Volunteer State 
have been announced. In addition to 
the change in premium, the company 
is issuing a commercial whole life pol- 
icy to be used in place of the endow- 
ment age 85 for policies in amounts of 
$2,500 or more. The endowment age 
85 will continue to be used in amounts 
of less than $2,500. This commercial 
series will also include limited payment 
life forms. 


Annual Rates per $1000 


Pref. Pref. 20P. Ret. Ret. 

Risk Risk End. End. Ine. Ine. 

Wh. 20P. Age Age Age Age 
Age Life Life 85 85 60 65 
15 $11.96 $19.90 $13.71 $21.41 $20.23 $16.57 
20 13.21 21.45 15.20 23.22 23.62 19.01 
25 14.95 23.54 17.09 25.40 28.19 22.26 
30 17.19 25.82 19.54 28.06 34.85 26.63 
35 19.97 28.63 22.73 31.30 43.85 32.93 
40 24.18 32.29 27.22 35.52 58.21 41.98 
45 29.71 37.1 3.02 40.78 83.13 55.89 
50 37.16 44.09 40.67 47.54 = - 79.86 
55 47.09 52.84 51.21 56.38 128.07 
60 60.64 64.94 65.37 67.99 .... .... 


*Minimum Policy $3000. 


Boston Mutual Retains ‘38 Scale 


Boston Mutual Life has declared divi- 
dends to policyholders for 1939 on the 
same basis as 1938 except that aggre- 
gate dividend payments for 1939 on pre- 





ferred risk policies will be increased by 
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a change in the scale of dividends ap- 
plicable to such policies. 

Boston Mutual will provide in its an- 
nual statement for a sum in excess of 
$190,000 to cover 1939 dividends. This 
is the highest ever set aside. 


Bankers Life in Revision 
Bankers Life of Iowa has revised its 


dividend scale, there being little over- 
all change. 


Midwest Life Continues 


Midwest Life of Lincoln, Neb., an- 
nounced it contemplated no changes in 
either policy or settlement provisions. 











Connecticut General Has 
New Option Schedules 


Connecticut General policies issued on 
and after Feb. 1 will contain a new 
schedule of income under the Option D 
which provides for a guaranteed num- 
ber of monthly installments and’ life in- 
come thereafter. The guaranteed rate 
of interest on policy proceeds and divi- 
dens left with the company will be 2.5 
percent except for funds left under Op- 
tions A and B which provide for limited 
monthly installments and installments 
of fixed amount until proceeds and in- 
terest are exhausted, respectively. Op- 





Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 
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Assistance in the Field 


Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 


Home Office Co-operation 
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GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


WM, J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
40 Years of Continuous Faithful Service 
to Policyholders 





431 South Dearborn Street 


Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 


Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Write Us Topay For ParticuLars 


Chicago, Illinois 














Pure Protection 
LOW COST 


Life Insurance 


(WHOLE LIFE POLICY) 


No Cash Values 





Life Insurance in itself is inexpensive 








We are proud of our THIRTY YEAR record of 
dependable service to our policyholders. During 
this time the country passed through the GREAT- 
EST WAR in history—the GREATEST EPIDEMIC 
and the GREATEST DEPRESSION. It has never been 
necessary to borrow money from the govern- 
ment or any other source to meet our obligations. 


Attractive proposition to agents and brokers 


INTERSTATE RESERVE Lire INSURANCE COMPANY 
10 East Pearson St., Chicago, Ill. e Phone Superior 1714 


- “THE SUN NEVER SETS ON AN UNPAID CLAIM’? 





























tions A and B will continue to guarantee 
3 percent interest Interest rate on 
policy loans and reinstatements as well 
as back premiums on conversion of term 
insurance will be 5 percent, calculated as 
being payable at the end of the year. 


Retirement, Family Income Changes 


Policy changes to become effective 
at the same time involve retirement 
contracts and the family income rider. 
The insurance with life income policies 
have increased maturity values and cor- 
respondingly increased premiums and 
intermediate values. The guaranteed in- 
come period under these contracts has 
been increased from 100 months to 120 
months and the income schedule is 
based on the new annuity table adopted 
last July for single premium immediate 


annuities. The annual premium retire- 
ment annuity has been discontinued at 
the non-participating department and 
the participating contract revived to 
bring the income in line with the gen- 
eral settlement options of the same na- 
ture. The cash values under this con- 
tract have been reduced due to the 
lower guaranteed interest rate on funds 
left with the company but dividends 
| have been increased to bring the actual 
rate of accumulation up to 3% percent. 
The family income rider will have 
slightly increased premiums at the lower 
ages and rates are increased on the con- 
tinuous installment and_ reversionary 
annuity contracts although these latter 
are not of sufficient importance to be 
carried in the rate book. 
Comparisons are shown as follows: 





INCOME RATES AND VALUES PER $1,000—WITHOUT DISABILITY 








C 





Maturity Age 
60 


55 65 
Guaranteed Cost—Male 
‘ New ld New Old New Old 
—— VEINC Ss .<-0:% $1,870.00 $1,747.00 $1,678.00 $1,556.00 $1,500.00 $1,377.00 
ID? eiiele em ses Witenes 42.98 40.58 31.75 29.98 24.56 23.25 
DT ecstals ce Gb wei eieces 75.26 70.76 51.16 48.04 37.14 34.94 
SP = Acuncetetere eeeo feel sis 171.88 161.06 97.84 91.46 64.18 60.03 
2) ee rare rete wistete Meee ae 142.54 132.21 
Participating—Male 
Maturity value..... $1,894.00 $1,747.00 $1,700.00 $1,556.00 $1,522.00 $1,377.00 
47.43 38.17 35.70 29.97 28.13 
79.73 59.34 55.14 43.77 40.78 
175.08 109.55 101.21 73.04 67.54 
pialede aievers ees 156.98 1438.78 
Guaranteed Cost—Female 
mertty VRIMC. «<2 $2,066.00 $1,902.00 $1,870.00 $1.708.00 $1,678.00 $1,519.00 
ge 
_. Serer eaten re 46.82 43.61 34.55 32.19 26.45 24.76 
SR ee ee 82.43 76.43 56.08 51.93 40.32 37.48 
| Se ee eine en 189.11 174.69 107.88 99.41 70.18 64.82 
Bo waisaie en ammesis ee peas Raa weit 157.48 144.13 
Participating-—Female 
mserty VAIUC 2-062 $2,088.00 $1.902.00 $1,894.00 $1.708.00 $1,700.00 $1.519.00 
ge 
Rees CS puerta tilt asi es 55.09 50.90 41.42 38.28 32.22 29.92 
| TESS. Awe ceene ng 93.63 86.03 64.87 59.53 47.43 43.69 
SRS tre ree 207.54 189.79 120.51 109.92 79.79 72.90 
Da ers aveclal a hasis ee eiecece lars oie Sersis 173.14 156.63 


$100 ANNUAL PREMIUM RETIREMENT ANNUITY—PARTICIPATING 
WITHOUT DISABILITY 


Male Age 40 


Guaranteed Income 


—— Ine. by Div. Accum. 


Retire ew ld _ New A 1d 

Age Life Refund Life Refund Life Refund Life Refund 
WO! sasieewe ase ee 4.69 $ 4.31 $5.32 $ 4.83 $ 5.08 $ 4.67 $ 5.54 5.03 
2 errr 8.60 7.69 9.92 8.78 9.56 8.5 10.54 9.32 
Bel cusousaan cess 14.10 12.25 16.56 14.21 16.12 14.00 17.96 15.41 
By Soe ersiocateesy eseae 22.03 8.39 26.34 21.84 25.93 21.65 29.18 24.20 
BO! [Ss cistern ereratate 33.70 26.90 41.07 32.63 40.89 32.64 46.53 36.97 

Cash Value by 

End of Guaranteed Cash Value Dividend Accum. 

Year Ne Old New Old 
| Oe er eT eee mee eat $ 956.00 $1,012.00 $1,035.58 $1,053.72 
AUG «cp rasa a aitarte cpa vaiGes ol et torwvenelenevere Pa Tole or®) 1,564.00 1,676.00 1,738.9 1,779.96 
1 Ee Stee ta re meh ere ne em ieee. 2,252.00 446.00 2,574.38 2,652.18 
BR casi iste ecbie ue MiSib Re enlecepote Si bsieree 3,030.00 3,339.00 3,566.22 3,699.43 
BOE comietcinantarcniacte ce iaien eele oes 3,910.00 4,374.00 4,743.99 4,955.66 

MONTHLY INCOME GUARANTEED UNDER OPTION B 
Number of Years Certain 
5 10 15 20 

e Ol Ne Ol New Old New Old 
$4.08 $4.42 $4.05 $4.37 $4.00 $4.28 3.92 $4.16 
43 4.83 4.38 4.74 4.29 4.60 4.17 4.42 
4.88 5.34 4.79 5.20 4.64 4.98 4.45 4.69 
5.44 6.00 5.28 5.76 5.04 5.39 4.73 4.96 
6.17 6.84 5.88 6.42 5.46 5.82 5.00 5.19 
7.08 7.91 6.57 7.16 5.90 6.22 5.23 5.36 
8.24 9.24 7.33 7.93 6.29 6.54 5.38 5.46 














Last Minute Rush of 1938 
Jams Many Agencies 





NEW YORK.—The extent to which 
the last-minute rush of business due to 
impending changes in contracts offsets 
the general drop in life insurance pro- 
duction will be watched with much in- 
terest, particularly in New York State, 
where the final deadline for policies 
with the present 6 percent policy loan 
rate is Dec. 31. 

So great is the volume of outstand- 
ing business here that harried agents 
are rushing to crowd in before the final 
day. Thus advance estimates by agen- 
cies necessarily contain a large element 
of uncertainty as to how much of this 
business would be pushed in under the 
wire. 

Next week THE NATIONAL UNDER- 
WRITER will carry final production fig- 
ures of representative New York City 
agencies, broken down, so far as figures 
are available, into life and annuitv busi- 


ness. 


Important Changes 
in Union Central 





(CONTINUED FROM PAGE 1) 


convention examination by five states, 
Ohio, Indiana, Kansas, California, and 
Georgia, which will be completed in 
January. The company’s statement for 
1938 will be based on the results of the 
examination, which will be as of Dec. 
31, 1938. 

Mr. Cox said the city mortgages ¢X- 
ceeded farm mortgages by several mil- 
lion dollars and that the bond account 
will pass $100,000,000 for the first time. 

Mr. Sawyer was the Democratic nom- 
inee for governor of Ohio in the recent 
elections. He was defeated by J. W. 
Bricker. y 

Some of the changes that are being 
made, it is understood, are at the sus- 
gestion of the examiners. A_ hearing 
on the examination will probably be 





concluded later this month. 
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ales Ideas and Suggestions 





Large Data Sheet Used by 


Behr in Presentations 





The principal sales tool he uses in 
making presentations is a large sheet 
of paper showing facts in a typical in- 
surance case, Louis Behr, million-dollar 
producer Equitable Society in Chicago, 
told Qualified Life Underwriters of De- 
troit at the December luncheon meeting 
in a talk on “Programming My Busi- 
ness.” 

The sheet has three sections, one 
showing a digest of policies carried by 
the policyholder, cash values and the 
like; another a chart showing distribu- 
tion of various policies, and the third 
a resume of beneficiary clauses. Mr. 
Behr opens his solicitation like this: 


How Interview Is Opened 


“Mr. Jones, your friend Mr. Blank 
suggested that I see you. He thought 
that some of the suggestions I have to 
offer in connection with your life in- 
surance may prove beneficial to you.” 
Then the sheet is laid open on the desk, 
covering anything the man may have 
been working on so he is obliged to 
give full attention to the presentation. 

“When I show you what I set up for 
one of my clients, I would like to have 
you think of it in terms of your own 
insurance,’ Mr. Behr continues. “This 
is a complete program covering life in- 
surance for various purposes and also 
annuities. I have no reason to believe 
that you are in the market for addi- 
tional insurance today, but I just want 
to help you determine what your life 
insurance will do for you if you live 
and for your family if you do not.” 


Opens Discussion of Income 


This focuses his attention on the 
chart and starts him thinking about his 
own program. Then: “Do you know 
what life income your own insurance 
will produce for you?.” Usually the 
answer is “No” and the prospect is 
drawn into a conversation that usually 
results in his producing his own poli- 
cies for analysis. He generally volun- 
teers information about the number of 
children he has and what his insurance 
problems are. The prospect is promised 
the underwriter will take his policies and 
program them just as the chart shows 
the programming for the other client. 
This concludes the first interview. 
At the second interview, Mr. Behr be- 
gins: “Last time I was here you told 
me that you would like to have your 
wife have $200 a month in case you do 
not live, and you would like to have 
at least $200 a month for yourself if you 
do, Here on this chart you will see 
Just how far your present program will 
§0 toward accomplishing this purpose.” 


Chart Shows Distribution 


The charts show his present insurance 
and what additional policies will be 
necessary to complete the program to do 
what he said in the first interview he 
would like to do. This set-up motivates 


_ Many men to buy additional insurance 


| without further argument, although they 


» had no such intention at the first in- 


terview. If he does not sign an appli- 


» Cation in this interview, Mr. Behr says 


» and 
| “es so they will work best toward his 
objects, and leave. 


€ will prepare the beneficiary terms 
arrangements of his present poli- 


In the third interview he presents the 


| Ddlicies in an attractive policy wallet 


together with complete information on 


» the prospect’s present policies and his 


Program in booklet form for preserva- 
ae and secures preapproach leads. The 
atter is accomplished at the second in- 





terview in case the prospect buys at 
that time. Mr. Behr keeps the time be- 
tween second and third interviews down 
to as short a period as possible. 
Sometimes the prospect in the first in- 
terview will agree to allow Mr. Behr to 
pick up his policies, but when Mr. Behr’s 
secretary calls for them, he learns the 
prospect has changed his mind. In this 
case Mr. Behr calls on the prospect 





again and goes through the sales talk 
as though he had never called on him, 
and usually gets the prospect to change 
his mind about allowing him to analyze 
them. 

Mr. Behr says he prepares about 140 
presentations a year, most of the de- 
tail work being done by his secretary, 
and on the strength of these he sells 
about 100 cases a year. He never asks 
the prospect what his income is or what 
constitutes his estate. His figures are 
presented on a basis of guaranteed 
values only, never on projected guesses 
as to what dividends will be. This saves 
him much embarrassment that would be 
sure to arise if dividends should be re- 
duced. 





San Francisco Managers Lay 


Their Plans for 1939 





SAN FRANCISCO—A. J. Hill, Cali- 
fornia manager State Life of Indiana, 
whose agency has led the organization 
for many months and who is considered 
the most unorthodox agency director in 
the business, told general agents and 
managers some of his methods at a 
luncheon meeting. Ways and means of 
maintaining production after Jan. 1, fol- 
lowing “bonanza” production in Novem- 
ber and December, were discussed. 

Mr. Hill said his agency did not use 
special or extraordinary selling methods 
in November or December. His agency 
is not concerned over prospecting, as 
the men were trained to close on first 
interview. 


Develop Desire to Earn 


“Our methods are different than most 
life agencies,” he said. “We do not urge 
men to enter the business and take a 
contract from us. On the contrary, our 
first question to the prospective agent is 
‘What makes you think you can sell 
State Life?’ This is a challenge and our 
business has been built by continually 
challenging the producers to reach new 
standards of living, new pi.sperity and 
new ambitions. 

“We impress every man with the posi- 
tive necessity of earning a piece of 
money for himself every day. That idea 
is constantly repeated to him and instead 
of just asking how he did for the com- 
pany at the end of each day when he 
comes back to the office we ask—‘What 
did you do for yourself today?’, or ‘How 
much did you earn for yourself today?’ ” 

During November Mr. Hill’s agency 
wrote more than $1,000,000, and he has 
several agents who produce at or near 
the million mark. 

E. L. Buchanan, 28, ex-sailor, has 
written better than an application a day 
average since he entered the business 
three years ago, and 165 apps in a 





month in addition to directing the work 
of five other agents in his territory at 
Vallejo, east of San Francisco. When 
the “app-a-week” club became more or 
less commonplace, Mr. Hill created a 
“two-apps-a-week club,” and also an 
“app-a-day club.” 


Plans to Double Agents 


During the coming year, Mr. Hill said, 
the objective will be to double the num- 
ber of active-agents. This, he hopes to 
accomplish, through cooperation of pres- 
ent agents who have agreed to the sug- 
gestion that each will bring in another 
agent in the year. 

The discussion on production was 
started by Donald Hampton, general 
agent Provident Mutual, who outlined 
plans of his office to prevent a let-down 
after six weeks of concentrated activity. 
He said his agency wrote more in the 
last three months of 1938 than in the 
whole of 1937. He has set up a program 
of at least three policy audits a week, 
two luncheon engagements weekly, two 
new prospects a day and two definite 
attempts to close each day. Mr. Hamp- 
ton said he was stressing importance of 
prospecting, particularly among men 
under 50 years of age, married and with 
children. 

R. J. Shipley, general agent North- 
western Mutual, said his program was 
similar only he was urging three lunch- 
eon engagements a week—and that the 
agent include him in at least one of these 
luncheons to meet the prospect and help 
the agent. He also is concentrating on 
a prospecting program and using letters 
prepared by the home office. 

He has accumulated clippings of 
sound life insurance information from 
national insurance journals and these 
have been reprinted in quantities and are 
used by the agents in solicitations and 
prospecting. He said as long as the 





FACT FILE INFORMATION 


Distribution of Life Company's Income Dollar 
Distribution of income dollar of typical life insurance company: 


Added to assets to meet future obligations and contingencies............ 


Dividends 


15.5 cents paid to others than policyholders: 


ee ee 
a 


eee eee meee reese reer neers eseeeee 


Cr 


100 
Taxes, agents’ commissions, 


home office salaries, medical department, advertising, printing, licenses and all 


other expenses, 


84.5 cents paid to and set aside for policyholders and their beneficiaries. 
—Insurance Supt. R. L. Bowen of Ohio, N. U. Oct. 7, 1938. 


| wife. 





companies did not take the death benefit 
out of the policies the public was get- 
ting a bargain regardless of any modi- 


fications of settlements that may be 
made by any company in 1939. 

F. J. Van Stralen, manager Massa- 
chusetts Mutual, chairman, said his 
agency was concentrating on policyhold- 
ers’ service and the agents were meeting 
and rehearsing a series of prospecting 
sales talks. 


Agency Building Plans 
Are Frankly Discussed 


The San Antonio, Tex., Life Man- 
agers Club had as guest speaker R. R. 
Lee, vice-president of the Southwest- 
ern Life of Dallas. Instead of making 
a set speech he led a round table dis- 
cussion of the problems of agency build- 
ing. He said the law of progress is 
change, and stated that he believes there 
has never been a period in which there 
has been more rapid change in the fac- 
tors affecting life insurance and agency 
building. The meeting of changing con- 
ditions can be best done by examining 
experiences, Mr. Lee suggested. 


Should Share the Risk 


He gave it as his opinion that it is 
unfair to ask a man who is making a 
living in another line of business to 
come into the life insurance business 
without being willing to share with him 
the risk which he assumes in a new 
field. This sharing of the risk, he 
stated, must take the form of financing 
through a definite guarantee of an in- 
come for a period sufficient to enable the 
new agent and the company or manager 
to determine whether the new salesman 
can make a success of life selling. 


Southwestern Life Plan 


Concerning this question of the shar- 
ing of the risk, Mr. Lee stated that the 
agency set up of the Southwestern Life 
is designed for financing the new agent. 

In this connection, in answer to ques- 
tions, Mr. Lee developed the thought 
that a plan of financing which is to be 
successful and profitable to the company 
or the general agent calls for the train- 
ing of agents under the close supervision 
of skilled life men. This the Southwest- 
ern Life does through its branch man- 
ager system which does not call for the 
writing of personal business, according 
to Mr. Lee. 

Any plan of financing which is to be 
successful, Mr. Lee stated, calls for a 
careful study of the individual applicant 
as to attitudes, personality, wife’s view 
of life insurance selling as a work, and 
the amount per month for which the 
new man asks. 


Should Limit His. Kit 


In answer to the question concerning 
the kind of policies which the new man 
should attempt to sell, Mr. Lee was 
very emphatic in his opinion that he 
should not try to sell more than one or 
two types of policits. Here he stressed 
the thought that the objective in build- 
ing an effective and successful agency 
force demands that the agent be so 
trained that he can make a living. He 
urged that men who are sold on the 
company be selected, preferably men 
who sell themselves on the business and 
the company. 

Regarding the older men, Mr. Lee 
stated that the manager should know the 
man and his problems. He emphasized 
the need for mutual aid and confidence 
as between the agent and his manager, 
as well as between the agent and his 
He, here, voiced the view that 
the companies must in time develop a 
plan for caring for the older men when 
their days of productive effort are over. 
He said that his company has such -an 





arrangement for the managers. 
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Pink Seeks Formula 
for Valuation 





(CONTINUED FROM PAGE 1) 


second covers acquisitions of 1937. For 
each company the value of all mort- 
gages at the time of acquisition is taken 
as 100 percent. Then the amount of 
capitalized items (a) past due and ac- 
crued interest and (b) taxes, costs, etc., 
prior to acquisition of the property; per- 
manent improvements, net decrease in 
book value since acquisition, and finally, 
ratio of present book value to the value 
of the mortgage at the time of its acqui- 
sition. 

In the section dealing with pre-1937 
acquisitions, most of the 21 companies 
capitalized less than 1 percent of past 
due and accrued interest although a’ ma- 
jority capitalized taxes and costs prior 
to acquisition for anywhere up to 11 per- 
cent of the amount of the mortgage. 
Most companies also added on anywhere 
up to 7 percent for permanent improve- 
ments although the majority added only 
3 percent or less on this account. The 
total percentages thus obtained, includ- 
ing the value of the mortgages at the 
time of acquisition, ranged between 106.2 
percent and 121.2 percent of the mort- 
gage. Charge-offs in anticipation of pos- 
sible depreciation ranged from 16.6 per- 
cent of the total figure to nothing what- 
ever. With a few exceptions, the com- 
panies which had added the least in the 
way of capitalized items had made the 
heaviest charge-offs. Thus, the final fig- 
ures for ratio of book value to final mort- 
gages ranged from 90.5 percent to 121.2 
percent. The situation was substantially 
the same for property acquired during 
1937. 


Significance of Figures 


As Mr. Pink pointed out in his letter, 
the analysis is merely a statistical one. 
Obviously, the accuracy of the compari- 
son is proportionate to the extent to 
which circumstances are exactly com- 
parable for all the companies involved in 
the survey. On the other hand, assump- 
tion that all of the 21 companies are val- 
uing their real estate on an equally con- 
servative basis would assume an extraor- 
dinarily wide range of judgment and 
luck between the company with a book 
value of 90.5 percent of final mortgage 
and the company whose real estate is 
valued at 121.2 percent of the final mort- 
gage. 

With his letter Superintendent Pink in- 
cluded a comment from an unnamed life 
company president, which gives the fol- 
lowing opinion on the valuation of fore- 
closed properties: 

“We believe it sound practicé not to 
carry foreclosed real estate on our books 
at a figure in excess of the face value of 
the mortgage at the time of foreclosure. 
In other words, we believe that all acqui- 
sition costs should be written off and 
that overdue interest should not be capi- 
talized. We also believe it . wise to 
charge off rehabilitation costs as they 
are incurred and not to add them to the 
book value of the real estate. 


Reviewed Each Year 


“In addition, we review our real estate 
each year and in cases where the book 
value appears to be in excess of a rea- 
sonable market value, the book value is 
reduced to a figure we feel to be 
DEODET.. 2.0. « 

“Since the turnover of foreclosed real 
estate is likely to be slow, it has seemed 
to us wise to keep the book value at a 
minimum figure. If we are able to sell 
at a profit, the profit will feed into the 
company’s income in a helpful manner 
over the years. If on the other hand the 
real estate market does not improve as 
we anticipate that it will, the losses will 
have been largely absorbed in advance 
and the drag upon our future dividend 
earning power will be lessened.” 





J. B. Ryan, 35, district manager Bank- 
ers Life of Iowa, suffered a broken hip 
when his car was sideswiped by a trans- 
port truck near Colfax, Ia. He will have 
to remain in a cast for many weeks. 





Definite Signs of Better 
Times Are in Evidence 
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investigation of the facts relating to in- 
vestments, with particular relation to 
their use as an instrument of economic 
power. 

It is probably too early to say to what 
extent the SEC will pursue the inquiry. 
When the questionnaires were sent to 
the companies, newspaper reporters at 
the capital predicted that the inquiry 
would go into several channels of the 
life insurance business. So far as is 
known, the SEC has not indicated how 
far its study will go. 


Further Appropriations Needed 


It may be reasonable to assume that 
the anti-monopoly committee (composed 
of six members of the Congress and six 
members from as many federal agen- 
cies) will determine the general policies 
to be followed in the inquiries autho- 
rized. Because of the magnitude of the 
study it will require considerable time, 
and meanwhile no doubt it will become 
necessary for the Congress to authorize 
further appropriations. 

The advisory council on social se- 
curity has been at work for more than 
a year on proposals for amending the 
social security act. Its report will be 
submitted to the Congress in January. 

Of primary interest is the council’s 
recommendation that the question of 
changing the present reserve basis to 
a pay-as-you-go plan be given further 
study. Inclusion of some classes of 
workers now excluded in the act is one 
of the important suggestions. One 
problem was that while payroll taxes 
for the old age benefit account have 
been coming in, no old age annuities 
will become payable until Jan. 1, 1942. 
The council recommends that payments 
begin two years earlier. 


Benefits Utterly Inadequate 


The arduous task and. lengthy find- 
ings of the advisory council serve to 
emphasize the fact that public social 
security will prove utterly inadequate 
for the maintenance of the average 
American family after the retirement of 
the worker. Those who come under the 
old age benefit title (less than 60 per- 
cent of workers gainfully employed) 
have little understanding of the retire- 
ment benefits to become available under 
the act. It would seem that here is a 
service that can be performed by the 
life underwriters. 

Life insurance has been geared to the 
American system of private enterprise. 
For a century, it has progressed under 
that system. It has recently demon- 
strated its capacity to hold its high 
standing in the face of a publicly pre- 
scribed economic order, which in one 
respect has restricted its investment op- 
erations and in another, has retarded 
individual thrift and independence. 

For. some time, the people have been 
dominated by fear and lack of faith in 
the future. Realizing that millions have 
relied on government subsidies, direct 
and work relief, old age pensions, and 
debt relief of sundry kinds, the public 
morale suffered noticeably. 

Fortunately for America, a majority 
of her people have recognized the perils 
of a continuing subsidized program. The 
trend against further expansion of so- 
cial and economic reforms set in more 
than a year ago. Today that trend has 
become fixed and certain. The coming 
program will be one of consolidation 
and readjustment of such sound reforms 
as have already been made. 

Thus, another milestone in our his- 
tory has beén reached. The faith and 
confidence of the people are being re- 
vived. They are hopeful of the future. 


Two Slated for Directors 


Rollin M. Clark, comptroller of Con- 
tinental Assurance, and P. L. Smith, 
president of Middle West Corporation, 
are slated to be elected directors of Con- 
tinental Assurance at the annual meet- 
ing Jan. 26. 





Far Reaching Developments 
Mark Year Now Ending 


(CONTINUED FROM PAGE 1) 


the fact that annuitants’ longevity is con- 
tinuing to increase while interest on in- 
vestments is trending downward. Sur- 
veys of the 1937 experience of life com- 
panies on annuities indicated that annui- 
ties were, on the whole, a losing venture 
at the existing rates. Companies doing 
business in New York state chalked up 
$14,807,550 for annuity losses of the pre- 
vious year. 

Another source of losses was- income 
disability business. From 1927 to 1937 
inclusive these losses amounted to $443,- 
035,830. The figure for 1937 which com- 
panies reported at the beginning of this 
year totalled $31,588,208, the lowest ag- 
gregate annual loss since 1929. 

Significant perhaps of a new develop- 
ment in life company investments was 
the Metropolitan Life’s low cost housing 
project in the Bronx, New York City. 
The direct undertaking of a large build- 
ing project of this type is a new depar- 
ture in the field of life insurance invest- 
ments, although a number of companies 
have invested in federal housing author- 
ity low cost housing projects, the invest- 
ment being secured by FHA insurance. 


Mortality Tables Studied 


During the year a committee ap- 
pointed by the National Association of 
{Insurance Commissioners studied the 
mortality question with a view to pos- 
sibly recommending a more modern 
mortality table than the American Ex- 
perience basis used by most of the large 
companies. Unfortunately the public 
has received the impression that the use 
of a mortality table which no longer re- 
flects actual death rates causes life in- 
surance to be more expensive than it 
would be under a modern table. Actu- 
ally, the higher death rate contemplated 
by the American Experience table is 
fully offset on mutual or participating 
policies by means of dividends and un- 
der non-participating guaranteed cost 
policies the rate is adjusted to allow 
for mortality more favorable than the 
American Experience table would indi- 
cate. 

Although sales of life insurance were 
considerably lower for 1938 than for 
1937 there was a decided lessening of 
the downward trend toward the end of 
the year, in some measure due to the 
desire of the public to buy insurance 
having the existing favorable settlement 
option features. During the year the life 
companies continued their efforts to 
raise the quality of their agency repre- 
sentation, weeding out agents with in- 
sufficient aptitude for the business and 
selecting new men with increasing care. 
Much advancement was made in the use 
of sales plans designed to analyze com- 
pletely the buyer’s insurance needs and 
then fit his insurance to those needs, 
selling additional insurance, if possible, 
where the need for it existed. 


REJECTED RISKS 











One of the insurance offices sent THE 
NATIONAL UNDERWRITER the other day 
a publicity release about its Christmas 
party in which reference was made to 
“Santa Clause.” No doubt this is the 
branch of the Santa family that em- 
braces such other members as Disability 
Clause, Gold Clause and Double In- 
demnity Clause. 





“Our legislative approach to insur- 
ance problems is undoubtedly too com- 
plicated. The Chinese system would 
save us a terrible lot of reading and 
legislative work, because they regulate 
the insurance business in four words: 
‘Company bust—kill president.’ ”—C. M. 
Smith, Counsel Lumbermen’s Mutual 
Casualty. 


An “inspirational” speaker is usually 
one who uses high sounding words but 
doesn’t say enough to sum up in a three- 
word title. 


MANAGERS 


Owen Made Life Member > 


DETROIT—Life memberships in the 
Associated Life General Agents & Man- 
agers and Qualified Life Underwriters 
were conferred upon E. W. Owen, man- 
ager Detroit branch Sun Life of Canada, 
who retires this month, at a joint meet- 
ing during the state managers congress, 
C. A. Macauley, state agent John Han- 
cock, eulogized Mr. Owen, who was past 
president of both organizations, past 
secretary of the National Association 
of Life Underwriters and a trustee for 
many terms. Twenty-three of Mr. 
Owen’s oldest friends in the life insur- 
ance business, both managers and un- 
derwriters, honored him at another 
farewell party. Donald Machum, mana- 
ger Manufacturers Life, was chairman 
and M. L. Woodward, agency manager 
Mutual Benefit, presented a sterling sil- 
ver cigarette case, suitably engraved, on 
behalf of the group. 








Butler Named Utah Head 


J. T. Butler, Salt Lake City general 
agent, Aetna Life, was elected president 
of the Utah Sales Managers Association 
at the annual meeting. Dr. Verne 
Steward, gave a one-day seminar for 
managers. In order that members of 
the managers association might attend 
all three sessions, President Butler, Sec- 
retary N. L. Morris and the program 
committee, voted to forego the Decem- 
ber meeting. The next meeting will be 
Jan. 30. 





New Jersey Supervisors Meet 


_ NEWARK — The first dinner meet- 
ing of the Life Agency Supervisors’ As- 
sociation of Northern New Jersey, of 
which Irvin N. Relay, agency organizer 
Newark branch office, Mutual Life of 
New York is president, will be held 
here Jan. 17. 


Midland Life Observes 30th Year 
KANSAS CITY—The Midland Life 


will celebrate its 30th anniversary on 
Jan. 26. It filed its articles of incor- 
poration Jan. 26, 1909, and began writ- 
ing business Aug. 1 of that year. 








Robjent Elected President 


G. F. Robjent of Boston was elected 
president of the general agents associa- 
tion of State Mutual Life. The election 
was conducted by mail. The vice-presi- 
dent is G. A. Reem, Detroit. T. F. 
Hazen, Jr., Knoxville, continues as sec- 
retary. 

F,. A. G. Merrill, who retired from 
active work as general agent in Buffalo 
and became general agent emeritus in 
June, signified his intention of resigning 
as president of the association. 





In referring to possible appointees for 
Ohio insurance superintendent, the cor- 
respondent of The National Underwriter 
confused the name of R. R. Beetham of 
Cadiz, O., with another. Mr. Beetham has 
been dead for some time. 
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@ Easiest to Understand ® 


Some of Its Most Important Features 


Policy Provisions Carefully Analyzed (150 companies). 

Company Practice, also (where it affects policyholder). 

Premium Rates at All Ages (over 2600 policies in full). 

Disability and Double Indemnity Rates (150 companies). 

Cash Values (including “at ages” 55, 60 and 65). 

“Net Cost—Net Pay” Illustrations with detailed summaries. 

Improved Illustrations of Dividend Resulis. 

Numerous Special Showings of “Special” Contracts. 

Annuity Rates (Special Section on Annuities). 

Retirement Contracts (Costs, Values, Dividends, etc.). 

Term Rates and Dividends on Term Policies. 

Juvenile Insurance—Rates and Values, Payor Rates, etc. 

Dividends on “Paid-Up” Policies. 

Rates of Interest Payable on Funds left with Company. 

Reserve Tables (including “at ages” 55, 60 and 65). 

Very broad data on Industrial and Intermediate. 

Extremely comprehensive Financial and Business Reports—providing 
some Twenty-two important items, all over 200 companies—for a 
five-year period. 

Rates of Interest Earned—Mortality Ratios for five years. 

Settlement Options and Guaranteed Incomes in Full. 

Sales-making “SOCIAL SECURITY” Information. 

Supplemented Monthly by The “Insurance Salesman” Magazine. 








PREPAREDNESS IS GOOD INSURANCE 
A single sale from a question answered by the Little Gem 
pays for it for years. You may need the answer tomorrow! 
Can, you afford to miss any sale? 
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—for 1939 New UP-TO-DATE facts 
and figures are Absolutely Essential 











—for 1939 Every Agent Should Have 


The New 1939 
“LITTLE GEM” 


(Largest Circulation of any book of its kind) 


Vast changes have been made recently, by many important 
companies, particularly in the field of “options” and “incomes.’ 
In view of their extensive use today, and since most modern sell- 
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ing methods are based on “income” presentations, new up-to- 
date information on all those important points will be absolutely 
essential in 1939 for every life insurance salesman. 


Gives More on“Incomes’, 


(Ready in March) 


Values”, etc. 


For handy pocket use, nothing excels the Little Gem in filling 
this vital need. By actual count, the Little Gem gives very 
considerably more information on such currently important 
subjects as (1) Settlement Option Incomes, (2) Cash Values 
including those at the Retirement Ages of 55, 60 and 65, and 
(3) on “Retirement Contracts” in general—than any other small 
sized reference book. And the new 1939 Little Gem will give 
still more on all the important points. 


Makes “Programming” Simpler 


In addition to its ordinary statistical uses, the Little Gem is 
particularly helpful in arousing “cold” prospects, selling people 
who “have enough” and in saving your own figuring time when 
doing programming work. Most of the “essentials” of pro- 
gramming are already “figured out” for you in the Little Gem, 
for immediate use. All these “business-building” uses are care- 
fully explained in the book itself. Be sure you get one! 














You Must Have NEW UP-TO-DATE 


Facts and Figures—Order Yours NOW! 
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Get ALL the Business Your Efforts Deserve! ae 
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Special “‘Club Prices”’ to All Agents 


Rush, as soon as ready, at my “club rate,” 


To The National Underwriter, 429 E. 4th St., Cincinnati 
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@ Loose-leaf for progressive accumulation of up-to-date data. 


@ Not mere editorial opinion but experience and practices of 
successful Underwriters — indexed for easy finding. 


HE DIAMOND LIFE BULLETINS 
SERVICE gives you everything you 
need and can use in the way of selling ideas 
and statistical information “under one roof.” 
1 You gain access, thru The Diamond Life 
® Bulletins Service, to the best and most prac- 
tical selling plans as they are developed by outstand- 
ing Underwriters. In many instances, extremely 
valuable ideas come to our desk automatically 
because of our long established editorial contacts 
over the entire country with the best thinkers in 


the business. In addition, ideas are gathered by 
personal conference with the editors, by a study of 





all Company house organs, by regular monthly 
reviews of general business magazines, trade papers, 
services and texts on general selling, as well as 
current Life Insurance literature. 


This great reservoir of material is made prac- 

® tical for your use by expert editing which fits 

it to your needs—bringing to you practical material 

in its most usable form. All this material is classi- 

fied and indexed for easy reference. Hence, it is 

unnecessary for an Agency to accumulate a great 

library of unrelated books and services with their 

excess of unusable material, not to mention the 
expense. 


These practical ideas are placed at your finger 
® tips for ready reference and assured against 


ioss after filing, because The Diamond Life Bulletins 
Service is bound in loose-leaf form. 


New and worthwhile plans and techniques are 

® yours as fast as they are developed —to be 

easily, quickly incorporated in The Diamond Life 

Bulletins binders. Your Service in this way is 
always kept up to the minute. 


You will also have at your finger tips a com- 
" posite rate book of 45 leading companies 
corrected monthly. Not merely announcements of 
changes as given in news magazines, but actual 
rates, actual dividends, actual surrender values and 
exact policy information as shown in company rate 
books and their supplements—filed where you can 
quickly and easily find them. 








"A MILLION DOLLARS AN OUNCE" 


In addressing the New York City Life Underwriters Association’s November meeting, L. A. Cerf, Sr., retired New 
York City General Agent of the Mutual Benefit Life and one of the greatest General Agents the country has ever pro- 
duced, recommended that Agents study the Diamond Life Bulletins. He said, “Friends, there is stuff in the D. L. B. 
that is worth a million dollars an ounce.” 








TWO EASY MONTHLY PAYMENT PLANS 


1-year Time-Payment Plan; ($78) $6.50 with order and $6.50 a month for eleven months. 
2-year Time-Payment Plan; ($120) $5.00 with order and $5.00 a month for 23 months. 


THE DIAMOND LIFE BULLETINS .. 420 East Fourth Street . . Cincinnati, Ohio 








